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The NEW HORIZON Troffer Series 


Troffer model shown is optionally available 
with or without flange trim; open, baffled, 


inca 
NEW HORIZON 
Troffer Series 


NHTHL-12-380 Slimline Troffer 
with Curved Holophane* Controlens 


Here's Beauty that Pays Of in Profits ! 


@ To retailers, a completely beautiful lighting effect is one that 


results in increased sales. The Lawton Jewelry Store, Orlando, Florida, 
finds beautiful Leader New Horizon fixtures charmers by this 


standard! ( Fixtures used in the Lawton installation, illustrated above, 


louvered, or glass enclosed; or with special are Leader's NHTHL-12-380). Leader's NEW HORIZON Slimline 


type lenses os illustrated. This means surface- 
brightness to the degree desired. Economical 


Troffer incorporates the multiple advantages of Slimline lamps 


operation and high light values are outstand- and blends in elegantly with modern decorative developments. 


ing features of the NEW HORIZON... . Ask 
for catalog thot illustrates and describes this 


It is widely used for offices and public buildings, as we Il as for 


ond ol! LEADER fivorescent fixtures. shops. ... Don’t fail to fully explore the possibilities of this 


tremendously popular fixture. 








*Copr. The 


Holophane Co, 


Sold and installed only by the better 


electrical wholesalers and contractors 
YY Aranicas Nod Lighting Egugpment Manufactint 





LEADER ELECTRIC COMPANY © 3500 NORTH KEDZIE AVENUE @ CHICAGO 18, ILLINOIS 
Leader Electric—Western @© 800 One Hundredth Avenue @ Oakland 3, California 
Campbeli-Leader, Ltd. © Brantford, Ontario * Canada 





ELECTRICAL WHOLESALERS ... this is one of a new 
series of advertisements that will create new and still 
greater demand for ECONOMY "'DE-LAY" Renewable 
Cartridge Fuses and Renewal Links. Are you ready for it? 


This Versatile Feiler 


INTCDDIIDTIONG 
CSS INTERRUPTIONS 














DESERVES 
ZcoNOMY Dependable Frotection 


\ 


tial it is that it be protected against unnecessary 
blows and costly stoppages. 


ECONOMY RENEWABLE FUSES with ECONOMY 
“De-Lay” RENEWAL LINKS offer this superior 
protection where time delay is needed most— 
namely, the 135% to 200% range in which most 
overloads occur. 


The more useful a machine is, the more essen- 


Your Electrical Wholesaler can supply you with the 
new ECONOMY FUSES and easily -and-quickly - 
renewed ECONOMY “De-Lay” LINKS. 


Send for 
MY, New Catalog 
xb Reset 
oe aa 4 ey 4 7 ea 
a ee : 


ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE. CHICAGO 14, ILL. SEP*ESEIUANY 
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Mc(sraw ROHt 
Please change the address of my Electrical Wholesaling 


subscription 
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TIME TO 
eupeeun 
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100 WATT 
WHITE LAMP 


uf biggest chance of the year for 
extra }? sale ‘ts fall Anti- 
Bulbsnatching Drive- i 


Here’s Y° 


S 


. 


100-2 
son oat NEW 50-G 
-GA 
LAMP 
G-E 4 
LAMP P 
ACKAGE 


ELEC! 
RICAI 
a 
HOLESALING 
od fugu t 
st, 1950 





STARTS 
SEPT. 18 


+ 


Promoting the greatest ip ) ( k db let 
7, acked Dy a complete 


lamp-selling idea... dical kage! 
isplay package! 


You'll c; i 
oo cash in on the Breatest lamp-selling 
-me ever created—y/h : 
x ee “losnatching—Ge5e 
Electric's popular aiieadns ae a G-E lamp agents will get colorful counter 
/ one 
socket to fill another. It’s a shies h = cards, streamer, carton tuck-ins, price cards 
; ‘ ‘e that hi 
home with everyone—brings mor l oe and a full sheet of display suggestions. Be sure 
’ . Ce Sales . . ; 
= your agents use them all! Then you're bound 


every G-E lamp agent! 
to boost your lamp sales this fall! 


GENERAL @@ ELECTRIC 
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f Ben life of 40-watt fluorescent lamps can be 


shortened as much as 1,000 hours by improp- 


erly designed ballasts. 


You can avoid this costly loss . . . save on lamp re- 
placement and maintenance .. . by specifying the 
ballasts that assure you full rated lamp life... 
CERTIFIED BALLASTS! 

CERTIFIED BALLASTS are made to exacting specifi- 
cations, then tested, checked and certified by an im- 
partial authority, Electrical Testing Laboratories, Inc. 
Up to the minute information on the types of CERTI- 
FIED BALLASTS available from each participating 
manufacturer may be obtained from Electrical Test- 
ing Laboratories, Inc., 79th St. and East End Ave., 
New York, New York. 





® # 





CERTIFIED 


) 


/ 
4 


:; ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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“This new C2cahmactic plan 
is paying off 2 ways for me... 


Sys 
SMALLER 
+ INVENTORY! 


“Panelboard inventories have always been a 
headache for our outfit. But Bulldog changed that 
when they introduced this new Pushmatic plan. 
Now we just stock a few basic Electri-Centers 
plus a small, working supply of interchangeable 
Pushmatics. That way, we don’t have a lot of 
money tied up in inventory and we're always 
able to fill any Pushmatic Electri-Center order 


from stock. 

ys over! (( P iy 
_ SW" 

“Before we put this plan to work, our Contractor 

customers ordered panelboards only as they 


needed them. Now that we can furnish flexible 
Electri-Centers and cartons of interchangeable 
Pushmatics, the Contractors are stocking up so 
that they can get the jump on rush jobs. It’s a 
timesaver for Contractors and a real money- 
maker for us! 


BIGGER 
» PROFITS! 


ades 


Sih wil eS 4 


‘ 


“It’s plain to see that smaller inventory and faster 
turnover can add up to only one thing—bigger 
profits. When you can offer customers a plan 
that gives them better service and increases your 
profit at the same time, that’s good business! 
That’s why I’m sold on this Pushmatic plan and 
I’m sure you will be, too, once you try it.” 


°§)BuLLDoc 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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PUSH—It's ON! 
PUSH—It's OFF! 
PUSH—It's ON again! 


* Push-button switch with automatic 
protection for electric circuits. 


All Pushmatics are interchangeable, regardless of 
rating or type. And there’s a Pushmatic to meet every 
load condition: THERMAL-MAGNETIC and THER- 
MAL-MAGNNUTIC with exclusive AMBIENT COM- 
PENSATING FEATURES. They’re rated at 15, 20, 30, 
40 and 50 amperes, 1 pole, 120 V., or 2 poles, 120-240 
V., AG, 

For more information on this plan, and Pushmatic 
Electri-Centers, write today for Bulletin 494-2 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN—FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD. TORONTO 





Yad) 
INSURANCE: 


132 advertisements will appear in magazines the 
next twelve months to inform hundreds of thousands 
of buyers about Acme Electric Transformers. 


7 as - ‘ ‘ ° 
Fron ach PeRrOnMacs This is sales insurance subscribed to and paid for 


| perteR BUY = s” 
TRARSFORMERS 


as positive evidence that our cooperation extends 
to helping you sell Acme Electric transformers by 
keeping your customers informed about their 
quality features, values and applications. 


porns po conn Transformers are a big business — and should be 
SETTER BY : an important part of your sales. Are they? Write 


TRARSFORMERS | ene ° 
us about transformer sales opportunities in your 
territory. 


ACME ELECTRIC CORPORATION 
678 WATER STREET CUBA, N. Y. 


Aeme<i>Fleetric 


TRA Ne eM ER OS 





= 
= 
| Se 
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DESIGNED 
to do hetter 


jobs and save 

. ; H THE “A” CLAMP 

THE “Ni” €LAMP Ins all af 10 n For Armored Cable 

ter New Meremie t ime 14-2, 14-3, 12-2, 12-3 
14-2, 14-3, 12-2, 12-3 


Openings are to prevent 

: damage to in Side or 

side entry. bottom entry cai ude with- 

ded clamp out backing out nd posi- 

upon to hold tive, non-slip g sured. 
with no possi- 
p to insulation. 


Screws in both “N” and “A” clamps are staked 
to prevent vibrating out of the box in transit. 


These clamps will be furnished in the Steel City line of 4” 
Octagon Clamp Boxes and will be catalogued as follows: 


54151-N 54151-A 

54151-NS 54151-AS 
“N” for Clamp 54151-NSB 54151-ASB “A” for Clamp 
“S” for Stud 54151-NB 54151-AB “S" for Stud 
“B” for Bar 54151-NE $4151-AE 
“E” for Ears 54151-NSE 54151-ASE “E” for Ears 








Steel City Leads in \ Meeting Your Needs 
STEEL Git @ ELECTRIC CO. 


OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION BOXES, CONDUIT FITTINGS AND ELECTRICAL SPECIALTIES 


PITTSBURGH 33. PA 
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@) CRESCENT@) 


\—, WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 








«+ TOUR CENTRAL COnOUIT 
oistaiavrer Aes // 











ads like these 
see em, tell em... 
and sell ‘em on your service 


We know that it’s impossible for either of us to see all of our prospects 
as often as we'd like. But we also believe in the old adage: 


You've got to see ‘em to tell ‘em and you've got to tell ‘em to sell 'em. 


That’s why Spang advertises every month in the 

leading trade journals read by your prospects. It’s an economical 

way of reminding them of the fine qualities of Central Conduit 
and of your prompt and friendly service. 


SPANG-CHALFANT 


Division of The Nationa! Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 
District Offices end Seles Representatives in Principe! Cities 
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So many people have suggested “gags” for the 
familiar P&S cartoons that we decided to run 


iy ee @ wu r Co we fa] a little “cartoon gag” contest and throw it open 
y to all of our friends. There are no strings at- 
tached. You don’t have to write an essay, send 


€ is 4 rtco eh in a box top, or the fender off your car, but 


since this contest is conducted primarily for the 
amusement of people engaged in the electrical 


e x B> e r tf business — employees and employers alike — 


we will limit it to them. 


Submit as many gags as you wish. A $25.00 





prize will be paid for every winning gag. Win- 
ners will be notified by mail, and winning gags 


will carry a credit line when they appear in 

00 our ads. All entries will be judged by Pass & 

' — Seymour, Ine. and their advertising agency. All 

decisions are final. Persons on the payroll of 

Pass & Seymour, Ine., or of its advertising 

OR MORE agency are excluded. No entries will be 
acknowledged or returned and if there are 

duplications of a winning gag, duplicate prizes 


will be awarded. The contest closes November 


30, 1950. 


‘Oh, oh. My wife put my lunch 
in the wrong box. Thet was a 
hem sandwich we just wired!"’ 


“Heeds it goes where it be- “He says he wants double 
longs; tails — where the bive- cheese to help wire anything 
print shows it.’’ but P&S outlets!" 


Here are three of the cartoons you hove already seen together with their gag-lines. 
You may submit entries for an f th toon ° P 

J y su ies yo e cartoons appearing in Pass and Seymour ads. Put on your thinking cap! Dream up 

To avoid misunderstanding tear out ond d t f i i : 
i isu ing J send us the cartoon for which you submit some gags for P&S cartoons — have 
one or more gags. Your name and address with your occupation and name of the : 
fun and win some money at the same 
firm, or individual for whom you work, must be clearly shown. You will find P&S . . ; “ . 
cartoons in these magazines: Contractors’ Electrical Equipment, Electrical Whele- time! Send in your winning (you 
’ 
saling, Electrical Construction and Maintenance, Qualified Contractor, Electrical hope!) entry or entries today to 


Equipment, and Mill and Factory 


PASS & SEYMOUR, Inc. Moker of the famous 


P&S-Despard Line 


89 Boyd Ave., Syracuse 9, New York 
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| FITTING MASTERPIECE 
by Killark 





THE FIRST FITTING IN MALLEABLE DIE-CAST’ ALUMALLOY 


Tested and accepted in the field, this Killark (6-Ways-Better) 
fitting stands out as a new major achievement in design and 
construction. Die-cast under 10,000 Ibs. pressure . . . made of 
new Allumalloy which combines strength and malleability 
with the recognized advantages of aluminum . . . it climaxes 
seven years of concentrated metallurgical research, yet costs 
no more than ordinary fittings. 


First with ALUMALLOY FIXTURES, too 


e A COMPLETE, ALL-PURPOSE LINE 


Vapor and Explosion-Proof Lights and Fittings . . . Service Fittings 
Couplings and Connectors . . . Conduit Bodies . . . Flush Switch Fittings 


*Pat. Pending 


ZL 


Killark invites your comparison. 
60% LIGHTER THAN IRON —easier to handle. 


NON-CORROSIBLE and weatherproof clear through . . 


resists chemical corrosion—will not rust! 


MALLEABLE—enough “give” to withstand shock and 
strain far beyond job demands. 
SMOOTH INSIDE AND OUT —Satin-like finish prevents 


wire skinning, insuring insulation protection. 


AN-CUT THREADS make work simple . . . assure 


precise fitting and longer, trouble-free service. 
NON-SPARKING —Alumalloy is completely safe . . . elimi- 


nates possibility of fire and explosion. 


Write for full information. 


ELECTRIC MANUFACTURING COMPANY 


BOSTON 156 Purchase St 


SALES OFFICES and syracuse 


WAREHOUSE STOCKS PHILADELPHIA 
ATLANTA 


COLUMBUS 


SALES OFFICES CNCINNATI 


Vandeventer and Easton Aves. 


PITTSBURGH 
216 Burnet Ave. CHICAGO 
121-123 Market St DENVER 
69 Mills Street, N. W. SEATTLE 


2620 Welsford Road MINNEAPOLIS 
49 Central Avenue KANSAS CITY, MO. 614 West 26th Street BALTIMORE 401 Natl. Marine Bank Bidg. 


St. Lovis 13, Missouri 


298 Duquesne Way SAN FRANCISCO 1123 Harrison Street 

564 West Adam Street LOS ANGELES 412 Seaton Street 
2134 Curtis Street DETROIT 8319 Mack Ave 

4130 First Avenue South DALLAS 1901 Griffin Street 


924 Andrus Bidg NEW YORK 30 Irving Place 





LIGHTING CUSTOM-FITS 


THEY FIT TOGETHER LIKE THIS.. 





THESE 4 MODULES ARE THE 
“BUILDING BLOCKS”’ OF LIGHT 


<> 


mae) malci.bil ich MAGIC LIKE THIS 


50,000 different patterns possible — 20% more light! 


Nothing in lighting compares 
in lighting matches MODULE’ 


ind economical! high-efficiency 


It’s amazing! With just 4 simple, low cost “building 


MITCH 


commercial 


ts (mechani 


rmits low cost rearrangement 


uit changing needs. MODULI 


thiv in one harmonious 


e light exactly where it’s 


in match MODULI the 


with MopuLE! Nothing 


istom-fitting flexibility 


Only MITCHELL makes MODULE 


There's nothing in lighting like MODULE. It custom-fits 
and “grows” with every lighting need; it delivers more 
light; it stays beautiful, new; it costs no more than ordi- 
nory fixtures. If you haven't all the MODULE facts, write 


today for full descriptive details 





MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave. + Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., itd., 11-25 Davies Ave., Toronto 
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Preventive Maintenance 


ACCESSIBILITY— Preventive maintenance is simplified 
because electric circuits are always accessible for a 
wide range of services at any point along the raceway. 
The entire wiring layout can be checked before snap- 
ping the cover on the wiring channel. When change- 
overs are made, wiring is accessible merely by removing 
the cover. On-the-surface raceways can be quickly, 
easily re-located. Here's preventive maintenance at its 
best—convenient, simple, quick. 


LOW COST—AII NE Surface Raceways are two-piece 
base and capping with the famous “lay-in” principle 
that saves time—and money. No fishing required. Elec- 
trical additions or relocations are made quickly, easily 
—without expensive behind-the-wall rewiring. Low 
initial investment. 


There's an NE Surface Raceway for every type and size of electrical 
distribution up to 60 amperes. A minimum of fittings, yet meets the 
requirements of all types of installations. 


Listed by Underwriters’ Laboratories, Inc 
Sold Through Leading Electrical Wholesalers 


EVERYTHING IN WIRING POINTS TO 





National Electric 


PROOCOCTS CORPORATION 
PITTSBURGH, PA, 
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Four runs of 1700 Surfaceduct 
prior to snapping on cover 


Surfaceduct runs from panel box 
prior to snapping on cover 


National Electric Products Corporation 
1302 Chamber of Commerce Building 
Pittsburgh 19, Peansylvania 


Please send mea aad “NE Surface Wiring Systems” 
catalog and handbook. 



































On the surface...mo muss...no fuss / 


To provide more adequate electrical service in terms of increased lighting and power circuits is 


one of the important modernization problems constantly facing building owners and managers. 


Wiremold is the simple, efficient answer to such problems... often less costly... and 
in many cases the only practical solution. Regardless of whether the job is large or small, 
simple or complex, the nine interconnecting Wiremold surface raceway systems, and complete 
range of fittings, enable the wireman to handle every job faster, easier. Important, too, it 

means greater opportunity for jobs that might not otherwise be 
considered ...a neat, finished installation that always has cus- 


tomer approval. 


That's why we say... Wiremold is the best way to wire most 
buildings, the only way to wire many buildings. Write today for 


your copy of Wiremold Catalog and Wiring Guide No. 18 


Rusu your WiREMOLD — 
| THE WIREMOLD COMPANY 
HARTFORD 10, CONN. Chae 





You can a0 a lof 

















You'll come up with better tape sales and 
profits when you feature the popular, 
time-proved Gold Seal brand. 

Linemen, electricians,—any tape users 
like Gold Seal. It helps them get better 
taped joints in less time ... in any 
weather. It tears evenly, without raveling. 
It does not dry out or peel. 

Laboratory control of production pro- 
vides plenty of tack, from end to end, 








and assures a tighter, longer lasting bond. 

Each roll is cellophane wrapped :o 
keep it factory-fresh. Packaged in single 
rolls and the popular ten-roll containers 
for utilities, plants, and other big users. 

Gold Seal Tape is advertised regularly 
to all important tape users. Stock up now 
and boost your share of this steady de- 
mand. Jenkins Bros. (Rubber Division), 
100 Park Ave., New York 17, N. Y. 


FRICTION and RUBBER TAPES 


Jenkins Bros. also make Diamond Seal 
Friction and Rubber Tapes which meet 
both ASTM and Federal Specifications, 
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Like a continuous panelboard 


How much time, trouble and money 
could you save your customers with an 
electric power panelboard running 
the entire length of theic plants? 
That, in effect, is FVK FLEX-A-POWER 

— pre-fabricated busway for 225-1000 
amps, 600 volt secondary feeder sys- 
tems It's as convenient as c urb service 
—wherever a machine is to be located, 
there's an outlet. 











Easier to install, too 


Standardized parts — straight lengths, elbows, offsets, etc.— 
delivered to job ready for installation quickly, easily 
coupled and suspended to conform to any plant layout... 
keep installation time and costs low! 

Maintenance cost is cut to the bone, Housings resist 
entrance of dirt and moisture 


Reg. Trade Mark 








Relocate loads without rewiring 


Every 10-ft section of FVK busway 
has 15 outlets. Take-off can be 
made right at the load...loads can 
be rearranged or added to without 
rewiring or bothering with exten- 
sion wires 

Even in cases of major altera- 
tions, FLEX-A-POWER can be quick- 
ly dismantled, moved and rein- 
stalled with practically 100° 
reuse of materials 


Remington Rand's Laboratory of Advanced Re- 
search at South Norwalk, Conn., saves much time 
and money by keeping its electrical system flexible 
Machinery is quickly relocated without lengthy shut- 
downs. Tell your customers about FVK and the other 
forms of FLEX-A-POWER — for main feeders, trolley 
plug-in, etc. THE TRUMBULL ELECTRIC MANUFACTUR- 
ING COMPANY, Plainville, Conn. 


TRUMBULL (7) ELECTRIC 


TRUMBULL’S TRAINLOAD OF NEW PRODUCTS 
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GRIP-ABILITY 
HOLD-ABILITY 
STAY-ABILITY 


xs Plus a complete line of Rubber Insulating Tapes. 


Also available, Specification Tapes for all In- 
dustrial and Utility Applications. 


“PLETON RUBBER CO., N° 


*OSton, massacnuset!s 
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It’s no stretch of the imagination, rather, robust realism to call our past half 
century a Miracle— U.S.A. 

America has set an amazing record of progress in 50 years — but a moment in 
the history of civilization. A record unequalled by any other political or economic 


system. 
Merely by broad brush strokes, we can all visualize this miracle. Remember the 
crystal set, the hand-cranked car, the biplane? A far cry from our FM radio, tele- 
vision, hydro-matic drive and supersonic planes. 

And here’s another phase of the miracle that went hand-in-hand with these and 
the myriad of intertwined technological advances — ranging from the radio telephone 


told potentialities. 
“© Since 1900 we have increased our supply of machine power 4% times. 

% Since 1900 we have more than doubled the output each of us produces for 
every hour we work. 

% Since 1900 we have increased our annual income from less than $2400 per 
household to about $4000 (in dollars of the same purchasing power), yet... 


% Since 1900 we have cut 18 hours from our average work week —equivalent to 
two present average workdays. 


How did we do it? The basic cause for this composite miracle has been the 
release of human energy through FREEDOM, COMPETITION and OPPORTU- 
NITY. And one of the most important results is the fact that more people are able 
to enjoy the products of this free energy than in any other system the world has 


ever known. 


THIS IS THE MIRACLE OF AMERICA it’s only beginning to unfold. 


Published in the public interest by: 


McGraw-Hill Publications 
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Here's o really waterproof switch! 


WEATHERPROOF . . . Ondide, and Qutb 


Flanged\stdes of top me : 
‘ No matter what the weather conditions—rain— 


welded 
snow or ice—you can’put up this Murray switch 


with confidence that it will last! It's weather- 


proof. Inside and out! 


Tight, water-proof seal 
where switch handle Solderiess connectors for 


enters. easy wiring. 


No corrosion problem 
Cabinet is made of a 
special rust-resistant 
steel! Melamine, an 
armor-like finish, is 
baked-on for positive 
protection 


Current Carrying parts 


5 


Rotor switch is fast—positive, 
provides a double break on 
each pole 





Another famous Murray switch! 
Main Entrance—Pullout type. tn 
corporates all the weatherproof 
features 








Plenty of working space 





Flanged sides of bottom 
welded to inside of cabinet. 
Rotor housed in porcelain 
Main and range service equip- block that quenches arc 
ment. Can be ordered with or 
without branch lighting circuits 
Dead front construction 


a aa j Listed by Underwriters Laboratories, inc. 


Mm MANUFACTURING GORPORATION 


1250 ATLANTIC AVENUE © BRO 


2 


roe, & ew 
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Mbhat dd thar 
BANCAWMO TIME 
QUIT c08f 7 





JL ant’ remember, 
Litt 14 hasnt COS a Cent 
since weve had 14! 


STOCK SANGAMO Heavy-Duty TIME SWITCHES 


When you sell SANGAMO Time Switches stock Sangamo Switches, because models 
you give your customers extra value. You sell are available for practically any conceivable 
a high quality time switch that does the exact installation —from the simplest single daily 
job they want it to do —and in addition, operation to complicated weekly schedules. 
gives years of unfailing, reliable performance. And, because Sangamo quality commands 
Sangamo Time Switches stay sold . . . their better prices, your profit margin is greater. 
built-in quality makes satisfied customers The complete line of Sangamo Time Switches 
that mean profitable repeat business, and you is shown in Catalog 1010C. Write for your 
are spared exchanges and returned goods. copy and for information on Sangamo’s price 


You need stock only ONE line when you protection policy. 


Do You Sell the 
S A N Gi A Vi 0) SANGAMO Type S? 
Here's precision in minia- 


ture! An economical, com- 


ELECTRIC COMPANY pact, unusually attractive 
time switch for simple 


SPRINGFIELD, ILLINOIS time control problems. 


ELECTRICAL WHOLESALING—August, 1950 






































—@— |__0 — 








ALL-STEEL EQUIPMENT Inc.— 200 Kensington Ave., Aurora, Illinois 
"A BOX FOR EVERY NEED” 
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Here is a quality ground rod from a 
reliable mid-western source — a stable, 
dependable source of supply — a stra- 
tegically located source for quick ship- 
ment to central, southern and western 
sections of the country. 
For your convenience BLACKBURN 
maintains numerous, conveniently-lo- 
cated jobber stocks, backed up by a 
large warehouse stock at the factory 
in St. Louis. 
For a dependable source of a truly 
quality rod specify BLACKBURN when 
. — order. : . ; 
Distributed on the West Coast by 
a ee JASPER BLACKBURN PRODUCTS CORP. 
. = FIRST MADISON & CLINTON ee 
St. Louis 6, Mo. » Phone CEntral 3007 


Builitioeger”rs or QuvuAti?rTyY PReooucrs 
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Checking your invoices is 
Duck Soup with the 


PRINTING CALCULATOR! 


No one need tell you how important it is to verify the invoices you receive—it's money 
out of your poc ket when errors result in undetected overcharges 
What we do want to tell you about is the amazing SPEED with which you can 
breeze through this vital job when you use the Remington Rand automatic Printing 
Caleulator. It’s faster — because the 10 key keyboard and compactly arrange d feature 
ke Vs provide complete finger coverage Ina minimum areca— gives you lightnin qui k 
addition and subtraction ... automatic division and direct multiplication 
And, with the Printing Calculator you're absolutely sure of accuracy, because 
the proot of your figuring — every factor, every answet is printed right 
on the tape 
Phone your Remington Rand office for a free demonstration of the 
Printing Calculator today—or send the coupon below. 


- é PRINTING 
KMemington. Fb earadd (scsi 


Remington Rand, Business Machines and Supplies Division, 
Room1645A._ 315 Fourth Avenue, New York 10 


Please send me without obligation FREE informative brochure 
g 


Performance 


NAME 
COMPANY 


ADDRESS 
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the lz 
Brand 


TAPE \ 
FRICTION TAPE. * 


“DUTCH BRAND” ?‘45''X Friction and Rubber Tapes 


When you sell the “DUTCH BRAND” trio, you are offering 
three distinct types of tape to meet the require- 
ments of your trade. Each tape has specific 
advantages on certain jobs ... no one 
Available rae : : : ; 
’ manne ' tape will meet all specifications. Point 
n practical sizes sm, ‘ ; 
—_ : eo out the differences and advise them to select 
and packaging a , ; , 
the tape best suited to their work. They'll 


for convenient use 
find this choice of tape most helpful. 


VAN CLEEF BROS. [NC 


+ @uhbe ? 
CHICAGO 19. US A 
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When companies praise 
SYLVANIA “Triple-Life’ 
Fluorescent Lamps like this... 


Scores of letters from many types 
of businesses praise the long 

life, brighter light, and economy 
of Sylvania’s “Triple Life” 
Fluorescent Lamps. 





Such proof of fine performance 
helps build greater confidence in 
your products and services 

..-more good-will for your company. 


...it’s smart to recommend 
these lamps like this: 


sw woe 


Vinwalas 4a” 


“New Sylvania 


Fluorescent Lamps 





average 7500 hours... 
3 times as long as 


previously rated.” 


233| SYILVANIA 


TELEVISION PICTURE 
TUBES; ELECTRONIC 


==) HLECTRIC 
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New Beautiful ) 
Fluorescent Lamp Colors 


Now Sylvania offers new fluorescent 
color tones in all the popular type 
lamps . . . for offices and schools . . . 
for sales areas and show rooms. 


1. Standard Cool White (4500°) ... a 
clean white light for general lighting 
and work areas. 


2. De Luxe Cool White... A cool white 
with some deep red to improve the ap- 
pearance of many types of merchandise. 


3. Warmtone (Warm White) . . . The 
warm color atmosphere produced by 
this lamp enables it to combine beauti- 
fully with incandescent lighting. 


4. De Luxe Warmtone . . . a lamp for 
the warmest color effects, with added 
deep red radiation for color emphasis. 








Sylvania Electric Products Inc. 

Advertising Dept. L-2308 

1740 Broadway, New York 19, N. Y. 

Please send me detailed information concerning 


the new Sylvania “Triple Life” Fluorescent 
Lamps. 


Name__ 


Company 
Street 


ae _Zone _State 





4 
4 
y 


has proved 
the PENN-TAP’S 


Unequalled Strength 


No other fitting of this type has matched the Penn-Tap 
in tensile strength, in numerous tests to destruction. The 
reason is obvious: 

The Penn-Tap is more sturdily constructed . . . exceptionally tough 
silicon bronze alloy and more of it (at no added cost). 

For taps, service entrance connections, dead ends . . . indoor or out. 
Quickly installed with ordinary wrench. 

ONE PIECE—no loose parts ... swivels on one locked bolt. Holds tight 
permanently. 7 sizes, for cables 10 Str. to 1.000 MCM. 


eae ts. ae alee 


Only one other Split Bolt Connector can take 


as high clamping pressures as PENN-UNION 


Hundreds of competitive torque tests, of Penn-Union Split Bolt Connectors 
against other fittings of this type, have shown: 
The Penn-Union Connector is definitely stronger than all others except one, 
which closely follows Penn-Union design and is nearly equal. 
Excepting this one similar fitting, the Penn-Union Connector withstands 
clamping pressures 15% to 55% higher. 
MAKE THESE TESTS YOURSELF. We will gladly furnish sample Penn-Union 
Connectors for tests against any other make. Just fell us the sizes you are using. 
Sua we it EDP ERE: er” 
Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORPORATION « ERIE, PA. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond Street, West, Toronto 





PENN-UNION. 
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MADE BY SPECIALISTS 


Distributed Exclusively 


Through Electrical Wholesalers : 


EQUIPMENT SINCE 1881 








COMPRESS spring clip that holds 
cable. 


SNAP IN to box knockout and the 
cable is set — the job done! 











The Entirely New Connectors For 
Armored and Non-Metallic Cable 
That You Just Snap Into Place! 


SNAPX is the new cable connector that is installed without 
tools. There are no nuts or screws to tighten. Just compress, 
snap it in place and it’s set 
To try it is to buy it. See how easy SNAPX is to use! Write 
today for your free sample, giving the name and address of 
your electrical wholesaler. 

















DnICOEL 


GALVA, * ILLINOIS 
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our own experience tells you that conduit fails where the gal- 
vanizing is thinnest. That's why Triangle’s uniformity is important to 





you. For the severest service, where a single pin-point of penetration 


Lasting Protection — Smooth and uniformly hot-dip 
galvanized inside and outside, Triangle rigid steel 
conduit is dipped into special lacquer and boked 
in this endless conveyor equipment 


could open the way to rapid rust and early failure, users upon users 
repeatedly specify Triangle conduit. That's why you see more and 
more ‘'Tristeel’’ flexible steel conduit, more and more Triangle E.M.T. 


and rigid steel conduit being used throughout refineries, on bridges 

over salt water, in increasing numbers of industrial plants. Users’ 
own impartial laboratory tests have repeatedly proved the superiority of Triangle—the conduit that’s uniformly hot-dip gal- 
vanized...inside and outside...and then further protected by an exclusive new lacquer formulation! 


Prove to yourself—in your own laboratory, or on your toughest jobs, that Triangle is the conduit you can eount on! 


The Trade mere Ad © Top Valve 


wr a oor) 


&. 
TRIANGLE CONDUIT & CABLE CO., INC. 


1902 JERSEY AVENUE « NEW BRUNSWICK, NEW JERSEY 


GLAZON BUILDING WIRE ~<* BARE WIRE ARMORED CABLE * ‘6LAZON” NON-METALLIC 
SHEATHED CABLE , ERVICE ENTRANCE, SERVICE DROP VARNISHED CAMBRIC BRAIDED OR 
LEADED, TRIOPRENE TRENCH POWER AND PARKWAY CABLE . tIGID = CONDUIT HOT DIPPE 
GALVANIZED ELECTRIC METALLIC THIN WALL CONDUIT : FLEXIBLE STEEL CONDUIT 
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ST! A Really SAFE Fluorescent 


Fixture Hanger 


Appleton Type "SFH”’ Fixture Hanger 
For Use with Appleton 4-O or 4-OD Outlet Boxes 


Costs No More Than Ordinary 
Fixture Hangers —Yet Gives You... 


NGER SAFETY ci‘ @ Double Protection Against Falling! 


® Sliding hooks to permit instant, permanent alignment! 
Should screws vibrate or rust through, 
fixture will stay up—supported by 


exclusive safety clips (arrow) which @ Better looking installation! 
rest on ears of outlet box. 


@ Easy installation—Just loosen screws, mount, tighten! 


@ Quality approved by safety engineers everywhere! 





APPLETON Pear-shaped screw holes permit speedy mounting to outlet box with- 

out removing outlet box screws. A 10-degree turn seats hanger in 
SAFETY SWIVEL HANGERS eee . 7 = 

wi position with hanger clips over outlet box ears. Complete with two 

five-foot chains, hooks and cord clips—or hanger may be purchased 

separately. Two-wire receptacle or three-wire twist-lock receptacle, 

TYPE 


"SSH" 
SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 
1734 WELLINGTON AVENUE - CHICAGO 13, ILLINOIS 


Brench Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 Euclid 
Avenve * SAN FRANCISCO, 655 Minna St. © ST.LOUIS, 227 Frisco Bldg. * LOS ANGELES, 100 N. Sonta Fe 
Avenve © ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 429 Brown-Marx Bidg. * MINNEAPOLIS 
| : 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 Eost Pleasont St. * BOSTON, 
Designed to assure sy Note support 10 High Street © DENVER, 1921 Blake Street * PHILADELPHIA, 1017 Cherry St. © CINCINNATI, 626 
| for heavy duty lighting some used Broadway * HOUSTON, 738 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 

| in industrial installations. ntire weight Pitas tienes 

; of suspended unit - carried by a Binghamton, Dallas, indionapolis, Kansas City, Orlando, Milwaukee, New Orleans, Seattle, Portland, Ore. 
) fixture stud, greatly increasing load E Rg tis 

| capacity of hanger unit. International Standard Electric Corp., 67 Broad St., New York 4, N.Y. 
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Warshiugtou 
STRAWS. 


NO MORE “BUSINESS AS USUAL”) [Forty fateful days after Stalin-sponsored, Stalin- 
supplied, Stalin-directed forces crossed the Thirty-Eighth Parallel into the Republic 
of South Korea the business community of these United States finds itself face to 
face with a set of Government-imposed controls that will put it into an economic 
strait jacket, at least for duration and maybe longer. 

What we predicted last month in the hope of being wrong—-when but ten days 
of the fateful forty had elapsed--moved inexorably toward stark reality as our coun 
try’s attempts at helping South Koreans to stem the tide of Stalin’s hordes proved 
insufficient and we saw our defense lines pushed back day after day until at this 
writing little more than a comfortably-sized beach-head remains in the hands of the 
defenders. 

As current events laid bare the ominous potentialities of the situation more com 
pletely day after day, the temper of Congress mounted with corresponding swift 
ness from comparative “cold war” complacency to feverish efforts toward drafting 

unques 


and passing legislation that would gear our economy into what will end 
tionably in all-out mobilization for total war. The only visible restraining influence 
is the shadow of November elections, which is making direct control of consumer 
buying—rationing and price controls—a hotly debated issue 

3eyond that “The Defense Production Act of 1950” gives the President absolute 


power to control, requisition, allocate, convert, restrict practically every type and 
phase of business activity. 


SIGNIFICANT is the fact that those sections of the Act which give the President the 
equivalent of dictatorship powers are not merely tucked away carefully in TITLE 
V—General Provisions—the last TITLE of the Act—but even there they are 
cleverly screened by Section 501—a 24-line gesture to small business enterprises 
which is followed by 162 lines of provisions, some of which might make the authors 
of The Bill of Rights turn in their graves 

Yet there is little doubt of passage of this legislation substantially as originally 


drawn. 


WHAT THIS MEANS TO YOU: 
General: Review all the rules and regulations pertaining to the purchase, shipping, 
storing, selling and delivering of electrical products that we had during World Wat 
Il and accept them as the minimum of forthcoming controls NOT the maximum 


inventories: lake June 25th, 1950, as your base line and as nearly as possible re 
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construct your inventory position on all important groups of materials back to that 
date. Extend average cost and selling prices in effect June 25th, 1950, on the 
inventory sheets or cards as of that date and file that inventory in a safe place. 
You'll be glad to have this later on. 

Purchases: Take for granted that hereafter orders for most materials will be ac- 
cepted only on the basis of goods being billed at prices in effect at time of shipment. 
Quantities ordered should reflect normal buying as attempts to “stock up” or buying 
“for a rise” in prices will be quickly detected and slapped down by your equally 
harassed suppliers. Pyramiding by placing orders for identical requirements with 
several manufacturers is going to hurt rather than help you. Stick with the manu- 
facturers who have been your regular suppliers as that will strengthen their posi- 
tion as well as your own. 

Selling: Tactics must be adapted to the preference status of the markets involved 
and salesmen should be compelled to supply written reports on every account on 
the books. /f it’s an electrical contractor, what's his job-on-hand status, what’s the 
status of completion on each, how much material is still needed, how and by whom 
is each job financed and on what terms. A spot inventory of the contractor’s stock 
of supplies on hand would be mighty helpful in judging future requirements. 

If it’s an industrial account—what’s the status of the products in the priorities 
picture. If essential or high priority goods are made, mark the account “Class A.” 
Get a list of the products and an approximation of the raw materials used as well 
as exact priority definitions, when established. Also camp on the trail of the buyer. 
If obviously unessential goods are involved, talk about conversion or subcontracting 
and the more you know about those subjects, the better will it be. 

If it’s a dealer account, check on his inventory. Try to estimate his chances for 
survival if his sales volume should drop drastically and his stock of white goods, 
radios, television sets should be frozen, to facilitate price controls and rationing. 
How “liquid” are his installment accounts and what's his cash position. Are his 
rent, payroll, other fixed overhead charges down where he can carry on with 
restricted turnover, 

Then: Consider that salesmen’s survey and the reports on individual buyers a 
inost valuable record. Store it where it can’t be lost. 

Finally: Realize that the above suggestions are made in the belief that eventually 
all-out mobilization is inevitable. We hope we are wrong—but... 


HOARDING. (onsumer’s scare buying—sugar, nylons, shoes, autos, white goods—is 
defeating its very purpose, plays into the hands of Senators and Congressmen who 
want to incorporate rationing and price control at the consumer level into the Pres- 
ident’s bill right now—but the President does not want them in—before elections. 


WAR PRODUCTION BOARD may not be the name of it, but that’s what it will be and the 
l’residential Order creating it will follow promptly after enactment of the Mo- 
bilization bill. Don’t be surprised if top-line BRASS out of the electrical industry 
draws top-line appointments on the “Board.” 


TAXES. No cuts in excise and other taxes. BUT increases in corporation taxes are sure 
to come, called necessary for mobilization and invited by the luscious earning 


records of leading industrials—and individual’s income taxes will be boosted too— 
before the snow flies 


1950) 
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Famous “FIRSTS” 


APPLETON 


These two specialized lighting fixtures 
were developed by Appleton engineers 
to provide safer, more efficient light 
for oil refineries, chemical plants, hos- 
pital surgeries—all locations where 
explosive or ignitible vapors, dusts or 
£ases are present 

With the Type EFU Fluorescent Fix 


ture, Appleton introduced the advan- 


tages of fluorescent lighting to the 
hazardous locations of industry. This 
fixture is easily installed, conveniently 
serviced. It may be hung horizontally 
or at an angle of forty-five degrees 

The Type EVX is the first and oaly 
Vented Explosion-Proof Lighting Fix- 
ture. Featuring porous metal cylindegs, 
this fixture weighs thirty percent léss 
than fixtures of similar pertormante 
rating, yet diffuses ten percent more 
light while operating at substantially 
reduced temperatures 

Whatever your customers’ illumina- 
tion or electrical fitting requirements, 
sell Appleton—pace-setting manufag- 
turer of electrical equipment for nearly 


half a century. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


T7F734WELLINGTON AVENUE. CHICAGO 13, ILLINOTS 


Branch Offices: NEW YORK hur reet DETR 


FRANCIS 6 Mor treer * ST S 227 Frisco Bie 
Boulevord N E. * BIRMINGHAM, 429 Brown Mora Bidg * 
East Pleasont § et ¢ BOSTON 


Bidg. * BALTIMORE 
1017 Cherry S + * CINCINNAT), 626 Broodwoy 
Re 


* PHILADELPHIA 


* HAVANA, Cube, Molecon N ¥ 


Binghamton, Dollas, Indianapolis, Kansas City, Orlando, Milwaukee, New 
Export Representatives: 
internotiona! Stondord Electric Corp. 67 Brood St.. New York 4, N.Y 
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@ AUDIBLE SIGNALS 
Bells, Buzzers, Chimes (Non- 
Electric), Sirens, Horns 


@ ANNUNCIATORS 

® PUSH BUTTONS 

@ TRANSFORMERS 

@ BURGLAR ALARM DEVICES 
@ FIRE ALARM SYSTEMS 

@ INTERCOM TELEPHONES 


@ APARTMENT MAIL BOXES; 
TELEPHONE, BELL SYSTEMS 


@ CLOCK & PROGRAM SYSTEMS 


@ HOSPITAL SIGNALING 
SYSTEMS 


ELECTRICAL SIGNALING, 
PROTECTION AND 
COMMUNICATION EQUIPMENT 


Auth’s complete line eliminates the necessity for going to several 
sources for similar stocks and Auth’s reputation for competitive 
prices and quality merchandise protects you in the use of one single 
source of supply f 

Inspect an Auth Catalog! Compare Auth products with any others! 


Investigate Auth’s reputation for integrity, quality and service! You'll 





be glad to de pe nd on Auth. 





MANUFACTURERS OF 


Electrical Signaling, Communica 
tion and Protective Equipment 
for Housing, Hospitals, Schools, 
Offices, Ships and Industry 


cer 
+ Sf 9 


? Complete Systems ¢ One Responsibility 


AUTH ELECTRIC COMPANY, INC. 


34-20 45TH ST., LONG ISLAND CITY 1, NEW YORK 
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fugust, 


Listed by Underwriters’ Laboratories 
Packaged in convenient quantities 


Sold only through recognized wholesalers 


1950—ELECTRICAL WHOLESALING 


. unproven fittings are a nuisance to handle 
—and the cause of constant complaints from 
your customers. With fittings from Conduit of 


Columbus, however, you are sure of the very 


finest quality — plus a truly competitive price. 











ea uip pe 
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CUSTOMERS STAY a when you 
sell them G-E Christmas Tree a 
You av = — nts ye ep ¢ s 
happie stomers know all ns ral 
Electr mps ie efi ie fre onesie 
to ae et top qu adie. 


} G. 
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You can put your confidence in. 


GENERAL @® ELECTRIC 


dugust, 1950—-ELECTRICAL WHOLESALING 





Wee Swtteh ts to 


neral 


for Outdoor Service 





Single and Double 
Pullout 
Combinations 

















Front Operated 
Toggle 
Combinations 











100 Amp 
Fusible Main 
Service Equipment 














30 to 1200 Amp, 
HP rated 
Safety Switches 











neral makes a complete line of 
Weatherproof and Raintight 
Service Equipment and Safety Switches 


\ 


al “next time take a good look at (Generals 
vy 
~~ 
outdoor equipment—recognized as one of the 
most complete lines of service entrance equipment 


and safety switches. 


Enclosures made of Zincgrip steel are finished with 
a machine gray baked enamel for thorough protec- 


tion against weathering Dependable hinge design 





R33NP4 
Side Operated 
Plug Fused 
Service Equipment 











safeguards interiors from rain, sleet or snow — Ample 
knuckle room and abundant knockouts are pro- 
vided for convenient wiring. 

These and many more distinctive features will be 
apparent to you immediately upon examination— 


sold everywhere exclusively through wholesalers. 


Write for our latest catalog 4809—and supplement 1911 








neral 


Switch Corp. 


Brooklyn 11, N. Y. 


49 Roebling Street 


One of the largest Manufacturers of: 
SERVICE ENTRANCE EQUIPMENT... 
Pullout, Front ¢ )perated Toggle and Side ¢ )perated types. 
Indoor—surface or flush, and Outdoor. 
ENCLOSED SAFETY SWITCHES... 
30 through 1200 Amp .250V and 600V 1 ype A.C and D. 
Indoor and outdoor. HP rated 


BRANCH—CIRCUIT PANELS 
SALES OFFICES IN EVERY MAJOR CITY 








ELECTRICAL WHOLESALING fugust, 1950 





the Bigger wsus 
the Better nasi 


insulated Aluminum Conductor 


ae 


een, 
aay as 


When large cable must be pulled through conduit, or 
dead-ended, aluminum's reduced weight really pays off. 
Cable as large as 1000 MCM can often be dead-ended 
to a single structural member with no further reinforcement. .~ 


. 7 
442°&&° # °°} 


Contractors know they can consistently tant on-the-job savings through speed 
bid low by figuring industrial installa and ease of handling lighter conductor 
tions in aluminum. Reason: one pound It will pay you to get complete in 
of aluminum makes about the same formation on wire and cable of Alcoa 
amount of wire as three pounds of copper E. C. Aluminum. Send now for the 
And the contractor can be sure of impor- helpful new book shown below 


g= <b TO HELP YOU SERVE YOUR CUSTOMERS 


We will send you this handy, 24-page “Question and Answer” book on 
Alcoa E. C. Aluminum for insulated wire and cable. It will help you and your 
sales force serve your customers. No charge— write today to Aluminum 
Company OF America, 1783H Gulf Building, Pittsburgh 19, Pennsylvania 


~ 4 ® 
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4 NEW RLM specirications 
AND IMPORTANT revisions 


NEW 72” Fluorescent Two-Lamp 
Open sien Porcelain Enamel! Unit 


NEW 72” Fluorescent Three-Lamp 
Open End Porcelain Enamel Unit. 
NEW 96” Two-Lamp 
Open End Porcelain Enamel Unit.. 
; Oe 
NEW 96” 


Open End Porcelain Enamel Unit.. 


Flue rescent 


Fluorescent Three-Lamp 


Meon Reflection Factor increased 
to 82% on 12 RLM Units .. . Revised 
Specifications for New Instant-Start 
Ballasts 





RLM STANDARD — 
SPECIFICATIONS 
for the foliowmg indus- 
trial fighting units are 
contamed in this 
@ INCANDESCENT 
Ne. 1 RLM DOME 
REFLECTOR 
No. 2 RLM DEEP 
BOWL REFLECTOR 
No. 3 RLM 
SYMMETRICAL 
ANGLE REFLECTOR 
No. 18 RLM GLAS 
STEEL DIFFUSER 
Nos. 19, 20 RLM 
ALUMINUM 
REFLECTORS 300- 
1500 w, concentrat- 
ing and medwm- 
spread distributions 


@ FLUORESCENT 
Nos. 5, 6 RLM 48” 
CLOSED END UNITS 
two and three-lamp 
Neos. 9, 10 RLM 48” 
OPEN END UNITS 
two and three-lamp 
Nos. 22, 23 RLM 48° 
TWO-LAMP UNITS 
with LONGITUDINAL 
SHIELD 
open and closed end 
Nos. 7, 11 RLM 60° 
TWO-LAMP UNITS 


OPEN END UNITS 
two and three-| 
Nos. 30, 31 RLM 
OPEN END UNITS | 
two and three-| 


This New, Free Book of RLM Specifications Gives You the 
Up-To-Date Information Needed for BETTER PLANNED LIGHTING 


For Better Planned Lighting 
recommends, 


, every- 
one who specifies, 


buys or sells industrial lighting 
equipment needs a copy of this new 
book, officially revised on March 
1950 and just off the press. It con- 
tains nineteen officially approved 
RLM Specifications. This book is a 
valuable aid in measuring illumina 
tion, construction and performance 
standards which are basic to light- 
ing equipment efficiency, economy 
and ease of maintenance 

New RLM Slimline Lamp Units Included 


are 4 important, newly-established RLM 


Standards (Nos. 28-31) for industrial 
lighting units, 
new, longer-length Slimline Fluorescent 
Lamps. Equipment conforming to these 
standards and bearing the RLM Label is 


RLM 
Slimline 


now available. The minimum 
Standards established for these 
industrial units are based upon extensive 


tests which have indicated these standards 


to be essential to satisfactory, efficient and 


economical performance 


Higher Reflection Factors Higher rc 
flection-factor specifications for 12 RLM 


ELECTRICAI 


designed to utilize the 


Units 


are among the important revisions 


to existing RLM Specifications contained 


In 


f 


factor 


new RLM Book. The reflection- 


~ ‘ > 
increase from 7 to 


52 brings 


users greater efficiency and more light for the 


money, widens opportunities for Better Plan- 


ned 


{ 
ot 


If 


in 


new DOOK 


Industrial Lighting Units’, is available to 


Lighting; and 


specifying units bearing the RLM Label 


ustrial lighting 


1 without cost or 
ards Institute, Inc., Suite 817 


increases the importance 
specify, recommend, buy or sell 
equipment, a copy of this 
RLM Standard Specifications for 


Write RLM 
326 W. 


obligation 
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STILL MORE 


 ELECTRUNITE 


PROMOTION 


It’s the new 8-page booklet in the 1950 Sweet’s Architectural 
File—already working for you, the ELECTRUNITE Distrib- 
utor. In the files of 17,000 architects, designers, engineers and 
specifications writers, this effective booklet presents a com- 
plete story about ELECTRUNITE E.M.T. to the men who 
actually specify raceway materials. 

It’s more evidence that Steel and Tubes leaves no stone 
unturned in its efforts to back up your own sales program 
for ELECTRUNITE E.M.T. 


It’s another good reason why it pays to be an ELECTRUNITE 
Distributor! 





[REPUBLIC | 


ace ELECTRUNITE E.M.T. 


LIGHTWEIGHT THREAODLESS RiGciob STEEL RACEWAY 
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A COMPLETE LINE 


for you 


TELLING tse WORLD 


for you 


' 
FAST TIMING 
A NO for Vou 
seentonn) AMM [_ bit 





WITH THE ROEBLING LINE wholesalers 
can offer a full range of electrical wires 
and cables . . . more than 60 standard types 
for power, lighting, signal and communica- 
tion circuits. There’s building wire in many 
sizes, constructions, and various insulations 
... power and lighting cables with varnished 
cambric or rubber insulations, covered with 
rubber jacket or metal armor. Naming only a 
few more, there are service entrance, elevator 
control, motor lead and mining machine 
cables .. . bare copper wire and strand. 











IT DOESN'T MATTER what types of elec- 

trical wires and cables your customers and 

rospects are interested in. Whenever they 

ook in their trade papers, Roebling adver- y mmenyy ELECTRICAL 
tisements tell them about the extra value and AB apn an 
service economy of Roebling electrical prod- ; 

ucts. Still other advertisements in Fortune 

and Business Week are addressed to business 

owners and executives . . . Every month, 

Roebling tells your complete market about 


the Roebling line—helps sales by boosting 
the demand for Roebling quality. 


ROEBLING DISTRIBUTORS can be sure 

of filling rush orders as fast as necessary. 

Their nearby Roebling branch warehouse 

always carries a stock of the full line of elec- = 

trical wire and cable. The distributor can ; ; 1 aamw eee 2 van 
Sveart | md ft ee oe ee 

count on prompt deliveries from the branch 

to supplement his own stock 


JOHN A. ROEBLING’S SONS COMPANY «+ TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


: p. 
Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd 
® Cleveland, 701 St. Clair Ave., N. E. ® Denver, 1635 I’th St. * Houston, 6216 
Navigation Bivd. ® Los Angeles, 216 8. Alameda St. * New York, 19 Rector Si. * 
Philadelphia, 12 §. 12th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., | 
1032 N. W. 4th Ave. *® Sen Francisco, 1740 iith St. * Seattle, 900 First Ave. | 
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CAT. NO. 300 


%” Connector 
FOR ARMORED CABLE 
14-2, 14-3, 14-4, 12-2, 12-3, 12-4 
8-1, 6-1, 4-1 
FOR LEAD 
14-2, 14-3, 12-2, 12-3 
FOR %” FLEXIBLE CONDUIT 


CAT. NO. 3100 


%” Connector 
FOR NON-METALLIC CABLE 
Sheathed 
14-2, 14-3, 12-2 
Service Entrance Cable 
12-2, 12-3, 10-2, 8-2, 6-2 


WITH T & B TITE - BITE 


STEEL CONNECTORS 


There are three things to consider in a connector for armored 
cable: the throat, the lock nut, the clip. 

THE THROAT—Will the throat damage delicate Type T and 
Type TW insulation as | work? 

T&B Connectors are made from round edge steel strip; so 
the throats are well rounded and oh so SM-O-O-O-TH. There 
are no cracks to catch small diameter wires. 

THE LOCK NUT—Will | have trouble tightening the con- 
nector in a box? 

T&B's Case Hardened Lock Nut takes hold immediately and 
stays fast. 

THE CLIP—wMust | coax the clip to hold? 

The famous Tite-Bite Clip, set at an angle, holds the cable 
tenaciously with a double grip. The harder the pull, the tighter 
it holds. Machine builders like it for the way it holds under 
vibration. 

On the Cat. No. 3100, for non-metallic cable, a special 
rippled pressure pad holds the cable gently but securely. 


Uniform steel quality and 100% salvage value lower the cost. 


THE THOMAS & BETTS CO. 


INCORPORATED 
ELIZABETH 1, NEW JERSEY 








PRODUCTS SOLD AND 


SERVICED THROUGH THE T&B DISTRIBUTOR 
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Ten Years Later—Again Prelude defnitely headed 
To War? neck i ge a 


not had a chance 

Only yesterday employment, industrial production 

nstruction, housing and practically all other « 

nomic indicators still were piling up totals that spelled ft defense 

BOOM in BIG supremn 
Today tl 1 1 ] faces the g 


ver two vears Oo 


co we were 


Wi 

le hout-t 
complete anout-T in men and material 
commercially I strength has beer 
} +" 


CGecOMUIMISs101 


| 


| ' ’ 
naom y t r trained 


ur thinkin 


1 
jiooms 
biective Ss, 


} T 
+} 


e United 


ituatior 
ON MAY President Rooseve ‘ and wishir 
announced the National fense Program and ask« Is nevertl ss t 
{ 


ongress for 


000,000 


z = 


appropriations totaling $3,100 
all s pointed to a World War in t orea atfair marks only the prelude 
making Hitler 1 | ul © SV 


eep across \Weste ! rt ot mtermuiss 
Europe, while announcing t 


world-wide 
ultimate objective. leat 


ut the civilized world 


rolled along at constantly 


18 months (and what 

were before the Pe irl 

this country into the conflict 1 
R—-plus two 


1m} as a belligerent 
TEN YEARS LATI pl tw 


ree days—July 19, 1950, Presider 


We have 
lrum; lled Khan, Alexander 


needed to s ort Mussolini, all met 


oman’s 
Congress for $10,000,000,000 Vaterloo becau 
se against ther will Stalin 


\rmament and Partial Mobilization Progran 
e sneak attack on the : thlic ¢ But the road to ory yl 


ea le ng ana 


that appropriation the is 

power to establish industrial controls, establis _— 

° 

priorities, allocate materials, limit the uses of material Orders In The Making 
rationing ) and those many other things that we ha If speed of action can reflect the seriousness 

to grin and bear during World War IT situation then the record of recent events tell 
But today conditions are not what they were ten story 


° { } if rT 1 ore . SIZ d t If 
ears ago. We are pitched into a situation that seems 1) North Korean forces staged thei 
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PROFITABLE 
“IDEA” ITEMS 


CONVENIENCE OUTLETS. Back-wired or 
side-wired, duplex. Back wiring saves in- 
stallation time. Detachable contact fins 


provide for conversion to 2-circuits. 


DUPLEX LID RECEPTACLES. The idea is 
weather-protection. The “extra” is auto- 
matic lid closure when plug is withdrawn 
Singles also available 


CLOCK HANGER OUTLET. Clock hangs 
flat over outlet, concealing everything 
Outlet provides support for clock. No 


more unsightly wiring 


FAN HANGER OUTLET. Available in 
clamp or stud types. Supports the fan and 
conceals all wiring. 





Pi 


~ 








sell IDEAS 


and you move merchandise 


Our complete line of wiring devices gives you a big opportunity for steady high 
turnover. More than simply a flock of outlets, they're keys to better living electrically, 
today and tomorrow. Architects and contractors have adequote wiring and wiring 
devices uppermost in their minds today — because the public is buying more ap- 
pliances, buying convenience as never before. Millions of homes, thousands of in 
dustrial plonts, must be rewired to carry the load of modern living, high-speed 


production. 


Now, more than ever before, you should be chock full of ideas about wiring devices 
— labor savers and specialties os well as “bread and butter” lines. Our line gives 
you those selling ideas — and includes more exclusive and new ideas. Cash-in on 


its profit possibilities. 


Through a series of messages like these we're pro- 

moting adequate wiring, and quality wiring devices, 

to architects, specifying engineers, and contractors 

— your major buying influences. 

Branches in: Boston, Chicago, Dallas, Denver, H 
‘ 


Detroit, Los Angeles, New York, Philadelphia, , oe NTH 
San Francisco, Syracuse. ¢ 


\ViNG 
F HOM 


In Canada: Arrow-Hart & Hegeman (Canada) itd., 
Mt. Dennis, Toronto. 


Write 1608 Laurel Street, Hartford 6, Connecticut 


QUALITY MADE — PROMOTED TO YOUR TRADE 


gee 
a 


HEGEMAN 


ENCLOSED 
DIVISION . / SWITCHES 
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across the Thirty Eighth Parallel on Sunday, June 
25th, 1950. (The Pearl Harbor sneak attack also oc- 
curred on Sunday, Dec. 7th, 1941.) 

(2) President Truman announced our intention to 
fight within less than 24 hours thereafter. 

(3) July 19th, 1950, in his message to Congress the 
President asked for wide War Powers 

(4) July 19th, 1950 bills to implement the Presi 
dent’s program (known to have been in course of 
preparation for some weeks) and give him far reaching 
authority, were introduced in both Houses of Congress 

Phat’s speed! 

\s for the seriousness of the situation being reflected 
in that speed, just realize that the legislation, drawn up 
to be in the hands of Congress the day that the Presi 
dent’s message was delivered wraps up the biggest part 
if all World War II controls in one handy little bail 

f wax. 

Chis is the Preamble to H.R 9176 introduced in th« 
House of Representatives July 19th, 1950 

“A BILL To establish a system of priorities and 
allocations for materials and facilities, authorize th 
requisitioning thereof, provide financial assistance for 
expansion of productive capacity and supply, strengtl 
en controls over credit, regulate speculation on com 
modity exchanges, and by these measures facilitate the 
production of goods and services necessary for the 
national security, and for other purposes.” 

AT PRESENT Title I contains the following 
clause : “Provided, that this authority shall not be used 
to ration at the retail level consumer goods for house 
rhat’s of course a bone thrown 
As is also the 


hold or personal use 
to the general public in an election vear 
first section of Title V on General Provisions which 
starts off in Sec. 501 (a) “It is the sense of Congress 


} 


that small-business enterprises he encouraged to make 


the greatest possible contribution toward achieving the 
objectives of this Act.” 

BUT—also under Title V and carefully screened by 
that section 501 bow—to small business—-are Sections 
502, 503, 504, 505, 506, 507, 508, 509, 510, 511, and 
512, which collectively grant the President such con 
plete powers over the economic life and particularly the 
business community of the country, as normally only a 
de tacto dictatorship would dare to claim 

HOWEVER, SPEED in getting that bill H.R. 9176 
ready for action so soon after the emergency arose need 
not necessarily be reflecting the seriousness of the 
situation 

It could be a deliberate attempt to get those drasti 
provisions of Title V, 
Congress, while the country at large is still too dazed 


Sections 501 to 512 through 


from the news to wholly comprehend the far reaching 
effect of their provisions 
Time will tell 


+ 


For Your Guidance 


Obviously it will be some time before official regu 
lations for specific industries can be drafted, approved 
and published, BECAUSE there may develop in Cor 
gress sufficient opposition to some of the provisions o1 
the empowering ACTS, to cause considerable delay 

CERTAIN IS, that allocations, priorities, restric 
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tions and various regulations of business will come and 
good management would dictate that every electrical 
wholesale distributor should get to work pronto, now, 
at once to get his business house in order, and organ 
ized for what is coming 

CERTAIN IS ALSO that Government will make 
every attempt to impose restrictions at a level where 
the general public will be least affected. Unless condi 
tions become critical RESIDENTIAL building will 
be least affected in areas where acute shortages still 
exist and from there on the needs of each respective 
community or territory will dictate the degree of avail 
ibility of materials for residential building and main 
tenance 

COMMERCIAL construction now under way is not 
likely to be interferred with excepting where it in 
volves large quantities of steel and other critical mate 
rials New projects may have to be kept in the blue 
Materials for 
ctivities will probably be supplied 

INDUSTRIAL markets will have tl ight of way 
absolutely, excepting ; rtain produ be de 


print stage maintenance and repair 


clared non-essential when plants \ ve to convert 
to war production 

REMEMBER that when Pearl Harbor came Amet 
ican business and industry had alread benefit of 


eighteen months Defense ictivities to 


condition” it for the rugged rf rict war-time 
controls, that were to come 

THE KOREA ATTACK as the possible spark to 
the proverbial powder barrel had | ippened less than 
+ weeks ago as this is written and already the bills 
that will tie the country to a war economy are before 
( ongress 

Come what may—it is your job t e that vour 
*> times so that 


organization gears mto the needs of 


the electrical wholesaling industry will not be found 
wanting in what may develop into greatest emer 


gency of all times 


* 


In Closing .. . 


All of the above has been written in the belief that 
it is far better to prepare for the worst than to be 
found wanting 

Current events, official releases, bulletins and verbal 
reports available at this 


appraised 


writing—when realistically, 
= , 


seemed to justify amply the view onclu 


sions, and Suggestions here expre ssed 


/ f ) 
hd 


EDITOR 





DURABLE+* DEPENDABLE 


Heavy Duty Plugs ana 
Receptacles 


FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most 
severe operating conditions, as proven by years of remarkably depend- 
able service in a wide variety of industrial applications. The many sub- 
stantial construction features of this extensive line of plugs and re- 
ceptacles and the high quality of materials and workmanship insure 


safe operation, uninterrupted service and long life. 


QuelArc * Circuit Breaking Series Unique partitioned in- 


sulation provides long insulated paths through air and across surfaces 
for exceptional protection in these current rupturing devices. Galvan- 
ized cast metal housings, bakelite insulation and individually renewable 
contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, 
250 volts DC, 600 volts AC — 2, 3, and 4 pole—grounded through shell or 
extra pole. Threaded cap, plain and hinged spring door housing styles 


are available, 





oS 





1, 2, 3, 4, 6, 8 pole interchangeable contact units 
(> 
PY 


COBGED SCD 
pee Se 


“D 
= 

Triploc and Multiple-Circuit Series 
A line of exceptional versatility, unequalled 
im the heavy duty field, with a virtually 
unlimited number of assembly combina- 
tions for varied applications. Offers a selec- 
tion of 1, 2, 3, 4, 6 and 8 pole contact units 
which are interchangeable and reversible in 
any single set of housings. Many types of 
single housings available of pressed steel 
with automatic lock and of cast metal 
threaded for watertight gasket seal. Multi- 
Circuit housings—2, 3 and 4 gang—available 
for combinations up to 32 poles. Ratings 15 
and 20 amperes, 250 volts DC, 460 volts AC 
breaking. Pressed steel fusible 
and fuseless plugs measure 1%" outside 
diameter. 


Midget Triploc Series Same con« 


struction features as Triploc except for 
much smaller outside diameter of plug 
shell—only 14". Interchangeable and re- 
versible contact units—2, 3 and 4 pole —are 
of the flat blade type. Rated 10 amperes, 
250 volts; 15 amperes, 125 volts. 


b) 


Fusible Plug 


(Ca 
AS 


—circuit 


Fuseless Plug 


2-Gang Receptacle 


General Purpose Series vaitatte 


with cast metal housings in many types for 
circuit breaking and disconnect service. 30 
amperes, 125 volts DC, 250 volt AC—l1, 2, 3, 
4, 5 and 6 pole. 60 amperes, 250 and 600 
volts—3,. 4 and 5 pole. 100 ampere, 250 and 
600 volts—2, 3 and 4 pole. Also many special 
types, fusible and fuseless, for varied ap- 
plications. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United States 


EXPORT DEPARTMENT: Internationa! Railway Supply Co 


30 Church St., New York e CANADIAN AGENT: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS + FLOODLIGHTS + TURBO-GENERATORS + LOCOMOTIVE HEADLIGHTS + MULTI-VENT AIR DISTRIBUTION 


18 


ELECTRICAI 
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Electrical Wholesale 
Distribution 
For the Month of May 


1950 


ALt May sales 1 electrical goods 


1K reased 


12 per cent abo 


lasses combined ner cent 


month and were up 
Cumulative sales for the 
© per cent higher thar 


veal 
While full-line wholesalers 
struction materials distribut 
13 ind 12 per cent respectt\ 
ind specialtic s wholesalet 
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houses 


reported sales up 
struction materials 


} } 
sales Of apy 


estimated at $469 million d 
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Rome RoFiex is Underwriters’ Lab- 
oratories approved for 600 ‘volts. 
Available in 2 and 3 conductor 
sizes, with or without ground wire. 
Packaged for convenience of han- 
dling in individual cartons. Order 
it from your electrical wholesaler 
today. 
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NON-METALLIC 


Rome RoFlex 2222. 


With New GRAY FINISH 


ELECTRICAL 
WHOLESALERS: 


These Rome Cable 
Products Mean Fxtra 
Business for You 


Special Wholesalers Packaged Weatherproof Wire 


Here is a special 500’ carton package of Weather- 
proof for handy contractor use. If you are not 
pushing this item, you are missing a fast seller. 
Originated by Rome for small outdoor jobs, this 
convenient package eliminates wastes and cuts 
costs. Available in sizes 4 to 14 AWG, soft and 
medium hard, 


RoMarine-RoPrene—Type USE, Style RR 


This economical and all-resistant power cable can 
be a sales leader. Neoprene sheathed, it resists 
acids, oils, moisture and flame. Ideal for indus- 
trials, utilities, residential and farm jobs, airport 
lighting and outdoor theaters. Underwriters’ ap- 
proved as Type USE for underground services. 


Why it Pays to Sell 
Rome Cable Products 


Rome Cable recognizes the electrical wholesaler 
as the logical distributor of its products and has 
always maintained a strict wholesaler policy. 
Rome Cable advertises aggressively on a 
national scale. Its products are well known. 
Rome Cable service is dependable with wel) 
stocked warehouses strategically located. 
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SURFACE MARKED FOR 
EASY IDENTIFICATION 


Here is the answer to an electrican’s 
prayer ...a non-metallic sheathed 
cable with a finish that is smooth for 
easy pulling, clean to handle, non-flak- 
ing and clearly printed with size and 
name for easy identification. Yes, 
Rome’s new gray finish is an improve- 
ment you cannot afford to pass up. 
There is no need to wear safety goggles 
when you work overhead with the new 
RoFlex. Its finish will not flake or dust 
off ... does not get tacky .. . leaves 
you with clean hands. 

Under the new gray finish, Rome 
RoFlex has the same high quality con- 
struction as before. It is easy to strip, 
smaller in diameter and light in weight. 
Its outer braid is a combination of glass 
and presaturated yarn for high resist- 
ance to mold and rot. 

On your next “flex” job save time 
and money by insisting upon the new 
Rome RoFlex with the gray finish. 


IT COSTS LESS TO BUY THE BEST 


ie “os 








Electrical Wholesale Distribution 
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For prompt off-the-shelf meeting 


] Remove carton 
containing basic device 
from shelf. 


2 Open carton and 


remove filler. 


3 Insert Ad-Ons in 
space thus provided. 


4a Add cover to 
— Multi-Breaker. 
r my = 


of all job requirements 


from modest stocks 


A unique and exclusive Cutler-Hammer merchandis- 
ing arrangement cuts down inventory requirements, 
handling operations and record-keeping, while meet- 
ing all MO8 Multi-Breaker job requirements from 
this modest stock. The fundamental of this plan is 
simple stocking, simple assembly, simple handling. 
The basic Cutler-Hammer M08 Multi-Breaker de- 
vice, a 4-circuit block mounted in a box with neutral 
and handle ties, is packaged in its own carton. So 
are Ad-On Breakers and Multi-Breaker covers of 
both surface and flush types packaged individually. 
The basic unit meets minimum requirements for 
most applications. But its carton is so constructed 
it will receive any Ad-On Breakers which may be 
required to adapt the basic unit to the specific re- 
quirements of the individual job... and the carton 
will also receive the required cover, flush or surface 
type. See photos at left. Handling, record-keeping, 
need to recheck constantly, possibility of loss are 
reduced if not eliminated. You will like this system. 
CUTLER-HAMMER, Inc., 1327 St. Paul Avenue, 
Milwaukee 1, Wisconsin. 


= 7 , — — — 
CUILER-HAMMER 


5 Resecled carton — ee aes 
now contains MO8 


Multi-Breaker 


tailored to the job 
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6 reasons why Gedney brings 


WHOLESALERS who sell Gedney Fittings are in an exception- 
ally strong position to win goodwill, boost sales and increase their 
profits. Gedney recognizes the strategic and highly essential role 
of wholesalers in the electrical market, and maintains an active 
and efficient program of cooperation. On the next page you 
will find an outline of this program... six reasons 
why wholesalers are today going farther and 

and faster with Gedney. 





| 


’ 


; A “| “ 
WAY’ HK 


| 
| 
| Conduit Bodies Conduit Fittings Threaded Entrance Fittings } Sec Fittings 


a ————— 
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more sales, more profits - 


It is a foremost purpose of Gedney Electric 
] to manufacture a complete line of electrical 
fittings and, by means of constant improve- 
ments, to keep it the genuine, unsurpassed 
leader for wholesale distribution. 


Gedney has but one price—its published 
, - price. You may always be sure that you are 
paying exactly the same price for Gedney 
products as does eve ry other Gedney whole- 
saler. If Gedney elects to meet a competitive 
market condition, Gedne *y will promptly pub- 
lish and issue a new price list. 

Gedney sales representatives DO NOT 
undertake to establish the wholesaler’s resale 
price. This is the function and prerogative of 
Gedney wholesalers alone 


sedney fittings are consistently made of 
3: the best and most suitable materials, and 
only the highest standards of workmanship 
are employed. The quality of Gedney products 
assures maximum service life and economy 
always. (All 
Gedney threaded conduit bodies, covers, 
straps and clamp backs are now hot dip gal- 


minimum installation time, 


vanized for superior resistance to corrosion. 
Gedney will continue to make its products of 
the highest quality malleable iron castings.) 


Adequate stocks of the complete line of 

Gedney fittings are kept on hand at all 
times. Wholesalers are assured of prompt, full 
deliveries to enable them to fill all orders, as 
wanted, and when wanted. 


Gedney is backing up its wholesalers with 
5 a bigger and more aggressive advertising 
program than ever before. Whenever your 
customers and prospects open their trade 
papers, they are learning about the superior 
features of Gedney fittings...and of the sav- 
ings that Gedney brings in installation costs. 


Last, and very importantly, Gedney fittings 
6 are sold entirely through wholes: lers. You 
get only sales cooper ation—absolute ly no com- 
pe tition —from Gedney itself. The market for 
whole- 


Gedney fittings belongs to Gedney 


salers alone. 


Let's get together and go into details. A phone 
call or letter can lead to more business for 
both of us. 





GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. + RADIO CITY + NEW YORK 20, WN. Y. 
Foundry, Factory ond Shipping Point: Terryville, Conn 











Armored Cable Fittings Non-Metallic Cable Fittings 








Ground Fittings 
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manufacturers for over 30 years 


Sold Through Elec bric al Wholesalers 


representatives in principal cities 


midwest electric mig. company 


1639 walnut street chicago 12, ill. 

















CHAMPION 
MEANS BUSINESS 


The same Champion Lamps and the 
same Champion Quality all 
dressed up in bright, new orange-and- 
blue Champion Lamp packages to 
help you sell more. Tip off your cus- 
tomers to stack them as suggested, in 
the aisles, on the shelves, at the 
counters —by alternating the dark blue 
sides with the bright orange sides 
— and they'// sell more Lamps. 





Champion means business! 








INCANDESCENT FLUORESCENT 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Hatch fer 


HG 


Jun 
THE NATIONAL ei FOR SALESMEN OF ake PRODUCTS 


Seating 
What's Ahead In Lighting. Authoritative statements by 


/. 
leading electrical wholesale distributors and manufacturers 


f lighting equipment as to what lies ahead for the growing 


ol 


lighting industry. 


Lighting Fixture Specification Section. A valuable guide 


to the wide variety of lighting fixtures available to answer 


today's lighting requirements — a handy reference for the 


1950.5] light 9 : — ) 
1JoU-ol lighting season. 


Outstanding Lighting Installations. An album of top lighting 
ns in the industrial, commercial and residential 
howing how Planned Lighting can build sales volume. 


C omuing iM ‘Sef loml0r... 


1950 
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Gesco And Weseo Announce 


Shift In Top Command 


YORK— The 
W estingh use ee 

John I Myers 

David M. Salsbury I hes were organizec 
flective July Ist Middl antic district 


Mr. Salsbury started 


Calgary, ( 
fhiliated with the 
itlacturers Sup 


in 1918 


John F. Myers 





John L. Busey William V. O'Brien Charles R. Prichard 


TOP executive changes announced recently by Charles FE. Wilson, president 
of the General Electric Co., included the naming of Charles R. Pritchard as 
president and a director of the General Electric Supply Corp., succeeding 
John L. Busey, who has been elected a vice president of the General Electric 
Co. and placed in charge of marketing policy, a newly-created post. William 
V. O’Brien was elected a commercial vice president of the General Electric 
Co. and appointed assistant manager of marketing policy 
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engineered for 
DEPENDABILITY 


merchandised for 


VOLUME SALES 


YOU'RE INVITED TO WRITE FOR 
THE COMPLETE CATALOG OF 


ELECTRIC WIRES 
CORD SETS * TROUBLE-LITES 
FUSES * CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. © PAWTUCKET R. tf. 


ELECTRICAL WHOLESALING 








> importance of marketing as 


he company’s business 


John L. Busey 


born near Memphis, Mo., 

lectrical industry in 1909 
as a salesman for the Capitol Electric ( 
of Salt Lake City. After serving with 
several other western electrical whole 
saling firms, Mr. Busey moved to Boston 


n 1929 as district manager of the Genera 


i 
Electric Supply Corp. He was trans 


ferred to Bridgeport as general sales man 
ager in 1932, and later that year joined 
the General Electric Co. as manager of 
appliance sales for the Merchandise De 
partment. Mr. Busey was elected presi 
dent of the General Electric Supply Corp 


in 1935 


Charles R. Pritchard 


\ native of Birmingham, Ala., } 
Pritchard was first associated with the PANORAMA of electrical products is provided by this interior view of the 
General Electric Co. beginning in new headquarters of State Electric Supply Co. in Pittsburgh, Pa. Building 
as a clerk in the Birmingham office. F1 has six stories and over 35,000 sq. ft. of floor space. First two floors (shown 
1920 to 1932 he was with Matthews EFI above) are faced with carrara glass with bronze trim. Marble stairway leads 
tric Supply Birmingham, a to balcony where lighting fixtures for every room in a house are on display 
listributor 
Mr. Pritchard joined the General 
Supply at Atlanta in 
1 1 became 
manager 1 with respor 
Tennessee d Florid 
he was appointed manager 
sales t E. Supply at Bridgep 
ter Dbecame 
1944, Mr. Pritel 
tl sale S Manager 
handise 
Was Nal 
partment 
associated w CONSTRUCTION of a new building to house the offices and warehouse of 
General Electric ( ince 19 wi the Graybar Electric Co.'s New York District was scheduled to get underway 
last month at Bridge Plaza North and Twenty-first Street, Long Island City 
The building will be three stories high and contain a total floor space of 
105,000 sq. ft., 25,000 sq. ft. of which will be used for air-conditioned offices 
Occupancy is planned for about March 1, 1951 


ined the company’s 
ent engineers 


engineer! 





Overbuying Will Lead To 
Synthetic Price Increases 


NEW YORK-—Artificial price it 
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@® SHUTLBRAK 


" Designed for operating service 
requiring frequent and heavy vse. 











Ideal for automatic circuit protection. 


ECONOMIZE on Everything 


but Exgiecency / 








@® KLAMPSWITCHFUZ 
Excellent for disconnect service 
on lighting and power circuits. 











@ CIRCUIT BREAKER 








THE STANDARDIZED DESIGN OF SWITCHBOARDS, 
introduced to industry by the Frank Adam Electric Company 
many years ago, is still one of the great “firsts” among elec- 
trical manufacturers. 


Today, all @ Switchboards ...@ Shutlbrak, @ Klamp- 
switchfuz and @ Circuit Breaker...are built to your spec- 
ifications from standard, preassembled units. This flexible 
plan of standardization permits final assemblies to be “made 


Ask your 
Switchboords 


to order” without destroying the savings and advantages of 
standardized equipment. 


Also...“at mo extra cost”...many other features of 
economy and efficiency are incorporated into @ Switch- 
boards. They, too, are standard engineering features result- 
ing from more than 58 years of electrical manufacturing 
experience...making @ Switchboards the finest in safety, 
service, performance and appearance. 


Representative (he's listed in Sweet's) to point out how standardized @ 
can economize on everything but efficiency in your electrical system. 


Frank eC(dam Glectric Co, 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT + PANELBOARDS + SWITCHBOARDS + SERVICE 


EQUIPMENT 


* SAFETY SWITCHES + LOAD CENTERS + QUIKHETER 
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ELECTRICAL 
INTERDEPENDE 


In Action 


; MIRE ' ak 7 ; Bee ao 

EMBERS of N.A.E.D. and By D. M. Salsbury perience 

guests There is nothing p , the forward-looking 
° resident 

can add to the fine word National Association of Electrical programs Know! 

welcome Charlie Pyle just g: u Distributors* 


but My own very great appreciati 


tion activities 


to our members and guests who hi 


here today 


We seem to have acquired 


name onl 
ranged trom 
habit of setting a new record fort 
ation, iT! 
excellence of our quate Wiring and ation klects 
We c: ake | i Housewares Week to the fundamen 
tal Declaration of Electrical Inter 


attendance—and, 


Convention 
that i 


| pendence which was public relations 


that through 
aimed at business development as 
N.A.E.D. our members are helpin end objective 

solve their own problems and thos All of these 

| are examples of our ¢ 


ir industry 


their contimunns associatior i 


Anv trade associati try’s interdependence 
onstructivels ! : M They were planned, the 


one that makes and carried out with a primary re 
led contribution to gard for the kind of industry team 
ational economy work that produces results. Electri 
» ever-increasing degree of out ‘= league } 


interdependence 
tence wit 


] 
CCA SE 


services contribute to the strengtl 


ste \ 1 vement 


* importance ¢ 
dependence in action 
self-evident at 
\s a 
N.A.E.D 
part and at 
promotional 


mercial tivities 
actitivies 


he would probably 
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and Servicing of Television Receiv facts. Employment and income are 
ers, are assisting both our suppliers continuing at a high level. The hous 
growing, and con- 


and our customers in boosting sales. ing boom is still 
\n interesting point about our — struction work generally is continu 
ever-present electrical interdepen Tr it a hig ‘ Farm income 


dence is one that is sometimes over rood. Industry is spending more 


looked. I refer particularly to th an it planned earlier this year for 


tance of the work of electrica new plat ind equipment 


impor 
ippliance distributors with relation |, finally, perhaps because of 
L. FE. Latham, E. B. Latham & Company, to that of distributors of apparatus hese tactors, consumer spending for 
New York: H. B. Vaughan, George H. and supplies and conversely. 7J 
Wahn Company, Boston; F. E. Stern, isn’ 1 hypothetical question like eder Reserve Board states that 
Stern & Company, Inc., Hartford. which comes first—the chicken ot ppl sales will be good for the 


but a very real business this year. One large elec 


his appliances continues to increase. The 


and effect tric: inufacturer estimates that 


\. & S. distributor does ait tal of all appliance sales may 


LLiS¢ 


st lling the idea of adequate ‘ a t year’s and is conducting 
nd then assists in carrying its produ 1 and promotional pro 
distributor gram on that assumption And then 
sani we hay levisio Just recently 
icted a $2 billion 
and sales ot 

business 
listributors of fittings, wire and he t factors in our na 
. 1 many other ite tional o1 ire long range. We 
é F : mention this point in order t ul g a period of gradual in 
the idea that our two Divi flatio ‘tfects of the wage and 
R. P. Northrup, Crouse-Hinds Co.; F. are similarly interdependent 11 yrrice spiral will ultimately show up 
Webb, Requa Electrical Supply Co.; E. R. he constructive promotional effects is will tl tect f a huge Govern- 
Monesmith, Crouse-Hinds Co.; RB e activities their respective ment fic lespite present boom 
Whitford, Requa Electrical Supply Committees develop a Chee Muticont 
“ach division, of course, has its sant | out a few weeks ago, a 
problems and our Association — lat part of the present high level 
~» forward, 11 : : 
decision wa vith a willingness on the part of 
recognize the fundamental concerned, both Government and 
in problems of supplie onsumer go deeper into debt 
nd appliance distribu varned, suggests that the 


f 


liance more atu : ind one of 


\pparatus at res 1m may be moving into a 


Division at ie Apy 
h | its own budget ; 

ind represel However, al yptimiusti¢ enough 

he Board of Governor o believe that common sense—even 

selection of its n Gover nt-—will prevail and 

st means of de t we will continu move ahead 

advantages fron In closing, I want to report briefly 


B. L. MeGowan, MeGowan Electric Sup- 
m’s work during 


ply Co.; W. J. Pinkston Electric Supply 
Lo Inc N Breitenmoser Lighting \ sci nen in t} | ey posi f . ’ . t | am 1 appy to be 

. . S ) , ; / : : : 
Fixture & Electric Supply Ce sn kine ainda tam bas sii daatiatal Se waene Shi ian ean ail 
it 


> changing caus members is gt oday than 


our national \ i 11 neinns Conventior 

‘ 1 ' , 
plan ahead ist tota f all classes of 
| eeds 900 houses. 


market 


member 

quarters 

organization 

ve (our 

is truly represen 
rtant segment 

ectrical wholesale 


1 1 j 


1. G. Johannesen, Honorary Member and al asona DIY ory has been to 
' . alee: alt emails 


W. H. Rademacher, General Electric Co t { 1S I ese 


ELECTRICAL WHOLESALING—August, 1950 


62 





and non-members in many parts of 


the country by our managing direc 
tor and secretary during their exten 
November 
that time they 


meetings 


sive travels between last 
and April. In 
ducted 11 
those trips they also made calls on 


the way 


con 
area During 
at 17 other cities. Getting 
they di 


keeps our executive staff quite thor 


down to grass roots, as 
oughly informed on actual industry 
conditions and greatly enhances their 
effectiveness in administering the 
affairs of N.A.E.D. 
In order to increase the 


of headquarters operations, a perma 


ethorency 


nent addition was made to headquar 
ters staff on January | in the person 
if Philip M. Pritchard, and Mr 
|. G. Johannesen temporarily joined 
the staff for a period of five months 

Practically all of the committees ot 
botl 


Cincinnati Convention and their re 


Divisions have met since the 
ports have been published and dis 
tributed 


ports, prepared by these committee 


Special supplemental re 


chairmen, have been, and still are t 

be presented to this Convention 
National Electric Housewares 

Week, April 14th-22nd, 


was first proposed by our Electri 


this vear, 


Housewares Committee at Chicago 


last vear 
Likewise, the Sales Booster pr 
the Committees 


Appliance Division. Th 


gram originated ir 
of the 
grown to be a merchandising et 


now widely used by members 


both Divisions. Some very ef 


Sales Boosters | ublished 


cover “‘( Selling”’ 
Year Comfort” 
House wares,” and *Sell 
nance Before the Need.” 
Under this program members were 
with a 


“Your 
\ppliance 


ountet 
‘Round 


Mainte 


provided 
he I klet 
Electrical 


special prepared 
Opportunity 1 
Selling,” de 
capable young me 


signed to attract 


to the electrical dealers’ sales 
izations. This publication and also 
Manual for Dealers 


wide commendation 


Television 


our 
have received 


from the industry and both are being 


extensively used 

Plans are now being completed b 
our Operating Cost Committee t 
study the cost of 
and electric housewares for the first 
\ study 


for compensating sales 


handling supplies 
three-quarters of this year 
of methods 
men has been completed by a special 
the lelevision 


committee of Radio, 


and Tubes Committee and will be re 


dugust, 


ported on while we are here. Con- 
siderable work was done by the Con- 
vention Resolutions Committee in 
preparation for this gathering. Their 
recommendations cover some very 
basic industry problems and will be 
ottered for your consideration 
sulletins have informed you cur 
rently on developments in the excise 
situation and that an official 
statement from N.A.E.D. was placed 


on file at the Congressional hearings 


tax 


last month all members were 
informed of the latest official rulings 
to the retention of 
relating to OPA and WPB 
lhe Honorable Charles 


secretary ot Commerce, 


relating records 
Sawyer, 
created a 
Department of Commerce Whole 
l'rade Advisory (¢ 


January 1949, and appointed out 


sale ommittee in 


managing director, Charlie Pyle, as 
a member 
been held and Mr. Py! 


that in 


Sever meetings have 
las reported 
view of Mr 


support ol 


Sawyer’s real 
Istic Iree enterprise this 
advisory group works diligently in 
iter 


his guidance 


last 


ing constructive suggestions for 
Mr. Pyle’s 
mont but he 
quested to continue to serve on the 
und Mr 


appointed our 


term ex 


pired 


was re 


committee ex-omhcio Saw 


ime time 


\l Byers, 


nimuttec 


as a member 
N.A.E.D 


as two headquarters officials rey 


Thus 
| 


} 


resenting the industry on this vet 


important committee established to 


advise a member of the President’ 


cabinet on wholesaling conditions 
| ght add that because our A 
mie bership Is a national 
oss-section of the electrical distrib 
uting industry, both in supplies ar 


ippliances Wwe have the opportunit 


} 


hen 


nohl 
s 


needed ot presenting a thor 


representative industry view 
pomnt to (sovernment agencies 


Much could be 


about t} 


our Wareh« using 


said t 


highly practical 


Hes to a great mat 


wwever ts chairman, 


Parsons, 1s on the program 


ilternoor 


5 | ; 
oO materials landiit equipmet! 


arranged by t 


he Committee and dis 


played downstairs next to the C 
ference Booth Center 

You will recall that the first Man 
facturers Conference Booth Center 
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was conducted last year at Cincin 
The 


manutacturers 


nati number of participating 


this almost 


year is 
double. The manufacturers say that 
and we mem 


Don't 


this idea is a good one 


bers certainly think so, too 


fail to make good use of this oppor 


tunity It's a great time saver and 


it’s solely for our convenience 
I believe that this Convention pro 


N.A.E.D 


some of whi I I 


gram and many of our 


activities, have 


briefly mentioned, have a construc 


tive eff interdependently, withir 


the en industry. Cur members’ 


service perations have been im 


proved \fter all it is business 


iwement’s unending s h tor 


’ | 1. 
Ww Ow pusit 


nation s economic supremacy 
ssociation has placed speci 


| romotior 


1, 
mdu 


Is Our primary 


nomic problem 


tion is the process by 


we have prospered i 
grown strong Chat pr ) s has made 
jobs. It has cut 


more 


made mor opportunt 
] 


If N.A.E.D. 1 


a constructive 


| 
ts memper! 


Dec 


is past 


I 
11 1hh 





















































Eenie. 


Meenie. 


Miney or Moe? 


(A Study of Distribution, Part 1) 


By R. Stafford Edwards 


President, Edwards & Co., Inc.” 


I may use 
any person, | 
ilarities ar incidental 

Qn the other hand, this doubk 


ibject by Mr. Ma 


Donald and me wouldn't be pos ible 


treatment ot 


In) 't 


we a 


11 
Mucl 


views on 


own 


R. Stafford Edwards rst 
We 
represent 


ENTLEMEN, 


1] 
i 


which is 


te you a story » illustrat up any wa\ 


the problems of distribution you'll agree they 
In some respects it’s a sad story but Now 


ues sal 


sions from it that may be helpful { Well, befo 


ou wll 


| hope we can all draw some conclu 


future planning 
First, 


I guess it would be prudent radically different methods 


for me to say that this is entirely a facturetr 


sustaining program 
nat 


It is not spor 


by your Association by an\ 
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distributor 
manutacturer 

I might cite 
Bill No. 646 
into the | 
provides 
erned 
products 
as Lollow tailer, $5.00 
$25.00: wholesaler $50.00 
tor $100.00 
Rhode | 


edge t] t 


Supply 


Wholesalers 


ciation oO 


perl 





rate to you what the manufacturer 


someone or do 


t 
has to get done by 


considerations that 
that dec 


hel let’s get on 


imself; and the 
enter into ision. 

little 
upon a time, there was 
named Mr. Moe 
Up to the moment of this story he 
had 


with my 
orv. Once 


a very nice man 


heen a_ relatively happy and 
J. O. Siegel and Norman Krug—both of 
Reliable Electrical Supply Co 


prosperous man who never had o« 


ision to come to grips with tl 


problems of distribution ; 


never 
sell anything or get it to market 
uspect, therefore, that he 


been a doctor, 


must 
dentist, lawyer 
some similar profession offer 
something people 


ind would travel to him to ge 


had a very untortu 


uning for what was to follow 


rate, he 


invented a mouse trap 


use trap, but a 
that caught twice 
many 1, 

} 


mice tas much time 
alt as 1uch cheese He lived 
it in the country and his few 
shbors had all tried the trap and 
about it. It 
was unquestionably better than any 


her trap ever made, 


D. B. 
Clark 


Williams, W. A 
all of Wesco. 


Emerson, S. R y enthusiasti 


so he sat back 


waited for th » who were 


beat a path through 


You've 
hey didn’t come 
a few manufacturer’ 


vents looking for the line, 


of course 
buyers, no storekeepers, 
vith mice in tl 


ted a wise 
told him that 
In the old Saying ; 


contrary, he 


consul 
llage whe 
o truth 
would have to 
hack his own 
1 1 


the wilderness and find 


process, 


Ben S. Misrach, Stanley Electric Supply : 

: tn oot hin ences t1 tn 
Co.; H. Hansen, Van Bres.; R we get Mis mouse ap U 
Misrach, Richards Electric Supply Co 


Cleet 
rket places 
Che old man also tipped hi 
You've 
manufac 
demand 
first said 


nanutacturet 


Mr. and Mrs. C. } 


Supply Co. St 


Vail, United Flectric 


Louis 


CTRICAI 


problem is just pure, out-and-out 
Distribution. Someone has to carry 
do the peddling 
and take the 
You've got to 


warehouse stocks, 


trom store 


store to 


credit risk decide 


whether to pay someone else to do 
them yourself 


Miney or Moe.” 


things o1 do 


Mee ni¢ 


Seeks Definitions 


Moe didn’t want to show 


rance so he just thanked the 
man and went home to sit down 
‘ First he looked 
Wholesaling to see what Mr. 
nie’s function was. Webster ex 
Wholesaler is 

quantities to the 

to the 


j 
+ 


2 ict 


nary 


one 


store 

he was now get 
tart because he certainly 
sold to the 
ut inasmuch as Web 
ioned Mr. Meenie, the 


turned to the |’s to see 


quantities 


lobber, he 
what a jobber was 
“One who jobs,” said the dic 
tionary, so he looked up the verb 
red that it meant “to do 
» be done by separate por 
to buy and sell as a 
t forced him to look up 
found 


roker” and he 


there was but one small distinc 
n between the jobber and broker; 


1obbe r te 


0k title to the product 
broker did not Web 


exact definition, in tact, was 


reas the 


“brokers are mere mediums of 
communication between buyer and 


then Real 


that 
get 5 percent for 
e couldn’t quite see 
trap. It 
peddling 
further 


mouse 
wasn’t real active selling; 
trom place to place ; and 
had said noth 
stocks in the 


either the broker or 


more, the dictionary 


ing about warehouse 
definitions of 
jobber. He did get a chuckle, how 
er, out of another definition given 
Webster for a Tobbet ] 


“One who 
te gain under pretet se ot 


it would indeed be 
jobbers knew 


ould 


tuation and say, “'l 


ready to 


up in the country 
of mouse 

for.” But he 

» would have to 
1950 
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wait for the news to trickle through 
that he was ready to make job lots 
of traps, and he’s getting hungry 
Perhaps he should gamble on mak 
ing some traps while waiting; but 
how many? 

It seems as if he might have to 
pack a suit case, take a sample, and 
start out doing the selling part of 
the job himself but now he remem 
bers that he has another word to 
look up in the dictionary : “Distribu 
tor.”” What does Mr. Miney do? 

In that annoying manner so pecu 
liar to dictionaries it lists a Distribu 
tor as “one who distributes.” He 
finds that “to distribute’’ means “to 
looks up 
“dispense” it means to “distribute 
\t that point he doubtless wishes he 
had stuck to medicine or dentistry 
but being made of stern stuff (as in 


dispense” and when he 


deed he needs to be, in the manufac 

turing line) he finds that under the 
“distribution” Mr Webster 
definition as fol 


word 
gives an economic 
lows: “all the physical processes nec 
essary to convey commodities from 
the producers to the consumers 
At last he sees some light on his 
problem. All the physical processes 
necessary to put his mouse trap on 
the market is just what he’s look 
f It would 
super-duper trap 
print 


a nice catalog and price list ; do some 


mean that he 


could make this 


box it neatly attractively 


general advertising; that he could 


spend all his time specializing 1 
manufacturing and that the Distrib 
utor would take the traps right from 
his loading platform and do (what 
was the phrase?) “all the physical 
processes necessary” from there ot 

You can imagine his relief. Now 
he had but one decision to make 


whether it would be more econom: 


cal to turn this job over to Distribu 


tors or whether he should do it him 
self. It was now just a question of 
Miney or Moe 

Not knowing on just what basis 


the two alternatives should be con 


} } 


sidered, he went back to his friend 


the wise old mat “Simple,” said 


he. “You know what your material 


labor, taxes and such will 

such items as catalogs and 

ing. Now you've 

you could do the jol 

and still keep the trap at a price the 
storekeeper will pay for it. You fig 


ure what all those necessary physi 


cal processes will cost you and that’s 


what you can pay to have someone 


Obviously, you couldn't 
Don’t forget, that if 
they 


else do it 
pay any more 
you get someone else to do it, 
will want as good a profit as you do.” 

Now we'll have to assume, at this 
point, that Mr. Moe is no better 
nor worse, at guessing than most of 
us; than any business 


has to be these days 


man in any 
He's sure that 
his labor and materials will amount 
to an even dollar. He makes pretty 


careful estimates on taxes, catalogs, 
overheads and 


cents. So he 


advertising and sucl 
comes up with fifty 
puts down a total of a dollar and 

half as his manufacturing cost; the 


base from which he must 


matter who is going to 


other processes necessary 
some traps 

[he costs of three processes seen 
inflexible; credit cost, 


warehouse cost and freight. He allots 


be pretty 


+ cents for freight, 4 cents for credit 
ind 10 cents or 5 per t for ware 
house cost He f all the ex 


penses ot actually trom 
place to 


like to allow 30 cer 


place and decid 

trap for 
that process. The t omes to 48 
cents for all these physical processes 
mentioned; sé 


that the dictionary 


that, added to his bare manufactut 
ing cost of a dollar and a half, makes 

f $1.98. He wants no 
to the 


$? 22 


estimate 
tarts all 
tlemen, th 
u to carry 

mind without a 

ind I'll trv to keep 
simple as possible. I 
Mr. Moe, by now 
initarium 


even wit! 


Must Lower Price 


Well, to bring the price 


level tl storekeeper will pay, 


ere is Only one fig 


selling allot 


freight, 4 


warehousing 
ives oI! ly 
lucing the 


peddling 
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down to 


Charles G. Pyle, Jr.. W. W. Welch Co.; 
Charles G. Pyle, Sr. NAED. 


J. B. Newton; J. M. Newton, Sr.; J. M 
Newton, Jr.—Oakes Elec’l Supply Co 


Electric Co.; 
Mesback, Jr 


A. Hawkins, General 
J. B. O'Neil and E. R 
both of Masback, Inc 


Philip M. Pritchard, NAED; Paul Tafel, 
Tafel Electric & Supply Co.; George T 


Lawler, Tafel Electric & Supply Co 





Nat'l Electrical Benefit Fund; 
Revere Electric Sup. Co 


Davis, 
R. Eiseman 


W. W. Welch Co.; R. A 
Supply Co 


Welch 
rri-State 


Stott Electrical 


MeGivney 


A. Fromm 


Key Cities Elec’l Supply 


Hi-Fro Electric Sup. Co 


_ 
Smith-Perry 


Edwin F. Guth Co 
Hobbs 


U McNamara 
Co.; Fred E. Guth 
I Moos, Guth l \ 
Holman Co 


68 


Electric 


Smoot- 


reciting the method by which he His own bac 


finally arrived at it, but he found 


that if he allowed only 20 cents for  vinced him of 


selling instead of 30 


came ive 


That of endea I 


cents he 
a total of 38 cents 


cost $1.88 instead of 


out with 
made his prime 
$1.98 ; it his 15 percent profit 
28 cents instead of 30 cents; < 

price t 
the $ whi tops in 


storekeeper hit exac 


result got 
I st a 
suspect he the 
nearest bar for a 
proceeding further 


ventually 


imselt 
1S ob my se] 
ht be better 


Distributor 


at whicl 


Miney. Then he 


rate ot 


vould 
profit 


percent 


SESS 
cast 
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kground as a doctor, 


dentist or even a lawyer, has con- 


the economic advan- 


f specialization in those fields 


le has now arrived at 

where he is a 
that 
Dis 


to operate to 


theory 


Pasa 


han the manufac 
expenditure of 


come a bit too 

1s suspic1ous 
overlooked some 
is figures over to 


The old 


ise old man 


ut that throughout the 


habit of men 


» cling to certain ratios 


success *Tet’s 


old man. “By 
have 


the 


Tatios 


' 
ts 


? percent ot 


redit is the same 
Varehousing is & 


pric 


; 
selling 


experience 
points out that 44 
Minev for distri 
seemed a pretty 
$2.16 selling 

1, he 


(which it 


an agre¢ 
percent 
well 


“these fellows 


erage pretty 
he said 
their cost 


that against 


it is 25 percent, which 
After all, 


unctions 


you know 
would cost 


you can get some 


them without raising 


‘ ’ 
yreKkeeper, Vou ve 


ie relatively 


cautious 


with a corn cob 
nking. He 
those Whole 
He knows 
] 


rious fields, even 


wonders if there 


1950 





may be a definite place fo 
the mouse trap field. 

So he goes back to his figures to 
how much they could be 


just in 


see just 
case he ran 
Distributor 
didn't seem to take over 


" 
all wed 


some unorthodox who 


all the phys 
ical process necessary to convey 
commodities from the producers to 
the consumers. 

Suppose, for instance, that Mr 
a jobber or broker, 
Webster 


medium of 


Meenie, came 


along; the man says is a 


“mere communication.’ 
to his figures and 
“Well | 
credit responsibility 
+ cents | 


rie 


DACK 


He referred 
said to himself, guess I'd 
have to take t' 
that’s 
wouldn't even pay the freight ; that’s 
4 cents 
his doing 


s 


myself ; I suppose 
No mention’s been made of 
any warehousing; that’s 
10 cents or 5 percent 

Now all that’s left is the 


for selling and if he’s just a mediun 


) ' 
2U cents 


of communication, I'd be 
east half of that job too 
10 cents for Mr 


just about to 


So all I've 
Meenie 


rush ovet 


got left is 

He was 
to see the old man about that until 
he figured out his own ratio and 
10 cents 5 


discovered that the 


was 5 
percent of the selling price ; the same 
brokerage that a real estate man 
gets So he had crossed anothet 
hurdle, he thought 
Now at this stage of the story 
I heard it, Mr 
| 


that, 


optim1 


demonstrated 


rh 
ne 


+} 
althoug 


even if he was econme 


He was art enoug!] 


him | if 


manutacturet 
to realize that others ore 
struggled with these problems 


reached conclusions; that 


proht by their experiences 


really wasn't any m 
try per se 

some other 
tribution 


In the industrial equipment field 


he found the manufacturers had con 
cluded that there 


were two types ol 
Distributors ; one ld 


who stocked, s 
and handled credit and was given an 
average 30 percent margin He was 
called a “Regular Distributor 


second class was called “‘Non 


ing Distributor,” carried little 
and did 
actual selling 


that Webster 


him as a 


more 


would 
classed 
protected an average 
field he 


found 


In that 


much equipment the manutacturer 
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couldn't fin 
had to do it 
ally, on such equipment, e 


of distributor would stumble upon 


an industrial needing 


some equip 
and tl | 


ment manutacturer 


take overt 
what the 
percent 

In the auto 
Mr. Moe 


facturer had 


iscovered 
f 


been Ore 

1 

the warehouse responsibility by con 
signing stock to the ! 


that the 


distri muutor a 


manuta 


investment 
It was a 
the wise 


tion to the 


Industrial 


Loe 

When 

distributors 
services comme! 
costs t 
ucts 
\ bare 
stated wit 


belie ved 


manuls 


were commensur 
Che remaining 


questioned 


manutacturet 


compan Ss 


bers t 
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Cateh A Sucker 
By The Toe! 


(A Study of Distribution, Part II) 


By N. J. MacDonald 


Vice President, The Thomas & Betts 


Co., Inc." 


gulled 


a sucker is 
somebody ge nothing mar] hi » have 
something, and who can't te | ’ tocked at point of sale and 
friends from his enemies 1e didn’t have the necessary capital 
It doesn’t | 
ates, hor 


_ and he needed wide sales 
icks, blonds, ( 


ge, and it would take him to 
market, lor 


matter where | 
se 
gaines, in adequate sales or 
chance ganization, and he could not afford 
credit to his vast consumet 
finally eliminated hit 


roker, and the jobl 


ise the distril 
His conclusion wa 


eI 
itor 
logical wl 
properly 
formed, mind you, is by far the 


onomical 


ale distributi 


n 


method of marketing 
\f } id the } 


t 
re St 


MacDonald 


norning you 


l heard al 
speech tron Mr 
wards about Eenie, Mee 

ney, Miney r Moe or the prob problen 

lems who \nd he wanted n 

1 ho iF determi } e, as a manufacturer 

atternoon, | ire going 1 | h ured LS l l 1 

second pa I | 


in getting our 
1 

i Sucker 

blems ot a man 


best m 


tionary language a 
} a led £ al 
who is sucked or bled or victimize 
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B. H 


Cohen 


Glasco Electric Co., H. D 


Roseth, Co-op Electric Supply Co 


Mook, Jr 
2 


J. B. Dunn 
Co.; Frank H 


Company 


E. ¢ 


r. A. Pitts 


(surney, Gs. (Gs 


Hinds Co 


72 


Bishop, 


lower 


Cummins 
Weaks Supply Coo ( H 


Raybro Electric Supplies, 


Merrill 


CGrifhn 


Thurow 


Binford Elec 


Distributors, 


& Mfg. 
Simplex Electric 


Cummins Supply 


both of Crouse- 


Mr 


Moe, I suggested that he take a seat 


mutual problems direct with 


in this audience—while I discussed 
these problems with you. 

n visiting around this convention, 
everyone tells me that business vo 
ume is good, but profits, after they 


e their with a few 
that | 


Che manufacturers are com 


statement 


can’t use here, are 


plaining because their cost of distri 


bution is away up. The distributors 
because they 


are complaining are 


not making enough for doing the dis 


tribution job, therefore, the cost of 
ribution must be down The 
complaining because of 


use! 
the igh cost of 


h indling ot 


procurement and 
material, therefore, the 
cost of distribution must be up 


W hy 


wrong, 


Ikverybody is unhappy 


iuse something very 
the sound system of 


of goods to market from 


nanufacturer through the dis 


customer, 1s out ot 


that we're all talking 


sure 
about the same thing, thinking along 
the same lines, let’s agree that it’s 
going to cost a manufacturer of ele 

trical products twenty percent ot his 
selling price to get his product to 
market Chis 
| 


twenty percent, re 


mber, includes the cost of 


wart 


g at point of sale, sales promo 
tion, and extending credit. It ha 
been thoroughly demonstrated undet 
ll kind conditions that the 


distributors can perform 
for this 


percent and make themselves 


functions efficiently 
twenty 
satisiactory proht 


both 


umers and manufacturers are claim 


Then, if it is true as con 
the costs of distribution are 
why should it 

< it’s because the wrong peo 
nanufacturers themselves, non 
organizations, the users, at 

» do the distribution job for 
distributor js 


And 


been contributing 


olesale 


1¢ 


ranized to do 


‘nt by failing to 
) his functions and 
1. ] 
l 


intariv concesc 


important functions 


vithout even a fight 


to find out wh 
ng director, M1 


wrote al excellent 


ELECTRICAI 


sence, that the distributor performs 


services for the manufacturer which 


reduce the manufacturer’s cost of 


business. The distributor ser- 


doing 

‘s reduce the manufacturer’s 
sales and supervisory personnel and 
produce a saving in the manufactur 
ffice, and shipping over- 
orders and 


’ 1 
rs Sales, 0 


€ 
h because ot fewer 
] 


juantities 

Che distributor reduces the manu- 
the distribu 
stocks 


manutacturet ’s 


facturer’s credit losses; 
tor maintains local which 
reduces the invest- 
hed goods, saves the 
warehouse expenses 
and assures the manufacturer quick 
of his products to a variety 

In other words, he says 

the distributor warehouses, sells and 
extends credit 
If Mr. Pyle is correct, and | be 
e he is, and the distributor actu- 
does these things then he has 
trong in the economic 


piace 
system » has so much to offer 
that a manufacturer simply cannot 
afford to substitute his own or any 
other system of distribution. 

But today, too many distributors 
are acting like brokers or jobbers, 
failing to act as distributors for their 
manutacturers 

gives the manufacturer a 

to take on, to duplicate the 
functions of investment 
nse of warehousing and 

marketing centers and of adding to 
his own sales force and service ex 
certain that his brand 
the market without 
the manu 
of doing business to 
re it 


impossible for you to collect for the 


pense to make 


reacl substi 


tution [his increases 
facturer’s cost 
is economically 


unctions tl 


f iat he performs in your 
may recall that this morning 
id defined for Mr. 
the functions of Eeney, Meeney 
Miney 


eney is simply 


Edwards hi 


a broker, he ac 
a commission 
a jobber, a pur 
his community ; he 
locates anything his customer 
performs the three 
distribution ware 
unt of sale, sales promo 
his manufacturer's products 

he extension of credit 
that there is a 


T oeni7z 
recognize 


hese three types of ope: 
should be paid in 


nm to the number of 
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services they perform—their gross 
profits scaling up from a five percent 
brokerage commission to the full 
twenty percent paid the distributor 
for performing all of his functions 
We are concerned here only wit 
Miney, the 


manufacturer's distributor 


the operations of Mr 
Because 


of time limitations, | will have time 


only to point out some of the basi 


problems and then only with the 


road strokes of a white-wash brusl 
You will remember that Mr. Moe 
the manufacturer, to get 


three important 


expects 
distribution func 
tions for his money—warehousing 
at point of sale, sales promotion 

his products and a credit extension 


\ctually, 


salers do perform all of these func 


today, some whole 


tions, at least some of the time 
Most of them, however, in their 
anxiety to compete with each 
other, purely on a delivered price 
just like biokers or jobbers, have 
voluntarily surrendered to others 
both the cost of warehousing and 
selling functions and therefore, 
the profit to which they are en- 
titled on them. 

They are 


contenting themselves 


with simply quoting, billing, and 


collecting, letting someone else, usu 
ally the 


mote his own sales, 


manufacturer himself, pri 
warehouss 
deliver his prod 
vices, of course, he manufacture 
Just as soon as he gets wise, Starts 
to collect for the ] 
mate profit thereon 
Now, this is a hell of a situation, 
isn’t it? With wl 
admittedly the most economical, ho 
' : 


olesale distributi 


come We ave reached the pornt 


where the manufacturer is unhappy 
about his rising 


distribution cost: 
hke buving di 
7 


your customer teels 
and warehousing for himse 
distributor is alarmed ; 


f profit 


nents 
intelligent 
stand the economics otf distr 
, , 1 
I know becau talkee 
subject witl 


ually in 


lege of talking to many of the people 


you, those 


} 


who work for down the 
line in your organization 

\lmost without exception they 
many 


rgetic men, 


of them sunesters and almost 
without exception they are vigor- 
ously and conscientiously selling 
you right out of business by pr: 


venting you rom periorming 


your functions of warehousing 
and selling 
let me ¢ 
centage ol vo 
new with the ar or Post-War 
ten vears 1 
market of acute 
shortages wherein the prime func 
tion of the distributor was to locate 
a source of supply, p direct, expe 
dite and secure 


Many of ther 


market where their own 


pront 
never seen a 


organizauion 


to earn a tair pre must periorm 
the important functions of 


ware 
using and the selling as well is 


procuring and credit 
have not been trained in wha 


is good for wholesaling in a norma 


extending 
, 
' 
i 
market nor do they seem to under 


stand what will inevitably though 


slowly and surely dry it up 


many think that 


opportum 


form your warehousing functions 
turning the job overt » the manu 
facturer for which you pay in the 
orm of a shortened selling price . 101 


every time they eliminate a service 


ou are set up to perform, you dont 


t paid They think that 
in some mysterious 
ront 


our buy 


j 


ind extending credit, and the manu 
tacturer genet 
| 


side for 
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R. L. Snodgrass, Gulf Coast Electric Sup- 
ply Co.; B. S. Cole, Personnel Institute 


o 


Kd 
i 


E. O. Cooke, Ilinois South Electric Sup- 
ply Co.; Dan Dunne, Lighting Products 


Inc 


W. J. Kranzer, Crannell, Nugent & Kran 
John I 
Supply Corp 


zer, Inc.; Busey, General Electric 


J. T. Burdick, Sylvania Elec. Prod., Inc 
Fred Fulle, Sylvania Elec. Prod. Inc 
A. J. Musser, Dauphin Electrical Sup 
plies Co 





sales organization will receive twenty \ 


your business 


percent for warehousing and sell 


ing and the distributor a maximum 


ise on which you 
functions and re 
ten percent for extending credit 


is fortunate enough to enter 


* transaction at all 


twenty per 


hen there are large consumer ten 
vernment inquiries, they think 


t 1 


is smart operating to take 


usiness Let 


; five percent is done 
W. H. Butt, Butt’s Electrical Supply Co. ; | supplier's prices and shop them by dire pment at ten 
lr. C. Treadway, Jr., Treadway Electric Hh é : 7 s 

Co.; F. H. Roby, Square D Co.; S. 7 ia er manutacturers 1ey 
Walz, Square D Co don’t | 


perce nt 


twenty-five percent 
realize that that is one of the | 


rit your 
oldest and most threadbare of com 


nercial tricks, the very first that any 


beginner would think of, a game 


} 1 a. 
which everyone knows and can play one anda 


o well that they have no advantage r pet ! sur total business 


kind of operation merely proht figures up 
that they total 
Ow st veral dis 


cover and quote the job himself tak tribut here in this audience, who 


he manufacturer to retaliate 


ling his own sales dollar to 


his coverage out of are in that exa profit situa 


iad originally pro 


his distributor 


e why thei 
Oo compensate 
work—leaving for the dis 

i mere minimum billing 

Paul Tafel, Jr., Tafel Electric & Supply ; rene ve ay eet ee 
Co I B. Ingraham, Times Appliance e distributor stand to gan 
Co., Inc nything from this kind of practice 

hink it's smart to increase 

loading you to the 
large volume dire 


hat by its ver 


Dnimum 


Left to right: Mr. and Mrs. M. Sharlin ? pighk»> : x ° 
Dominion Electric Supply Co.; M. § i S Ma Casy lor rybo you can break it you're going to 
Muller, General Switch ( orp | I lent t 


have to forego your profit on your 
normal function of warehousing 
because they are not going to 
warehouse for themselves and pay 
you for warehousing. 


| t you will recapture 


g¢ function until you 


ntities and va 


mediate set 
Quote and direct-ship business 


individual 
can be turned over to a good clerk 


issociation, go 


while the brains of your organiza- 

tion expend their energies pro- 

-, ++ FOE Bay moting your complete, three-func- 
tion services at a real profit. 


_ 


W. E. O'Brien, Toastmaster Prod. Dis ee eee Seino 
MeGraw Electric Co K S. Gorke t 
Gorke Electric Co., Inc 
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letting you warehouse for them, you where costs are pro-rated over all nal of Marketing wherem 


are probably thinking I’m ful! of purchases the figures showed their out that you render these services t 

hot air and simply using words. I’m cost to be 10.55 percent which just your supplier—adequate stocks 

deadly serious about it and I think about checks with our figures. marketing centers, credit and colle: 

I can show you how it can be done. That was on standard purchases. tion functions, coordinating I 

[ firmly believe that you can per Here is what they found on special of specifiers, promoting | 

form the distribution functions fo jobs where costs are applied to spe market development, new 

me and my user a whole lot cheaper cific purchases. Now, listen care- promotion, reporting market 

than I can. fully. Storage, six percent; insur- quirements, appliance promotio 
Now, let me give you an example ance and taxes, 3.23 percent; freight specialty selling; and tor your cus 

and use my own company to illus- and cartage, 5.54 percent; handling tomers—local stocks for quick de 

trate the point, for I can then quote and distribution, 9.95 percent; de livery, investment risks, supplying 

figures that I know to be correct preciation and obsolescence, 4.8 per products providing maintenance 
When we purchase material to be cent; interest on investment, five information and data, engineering 

used on our production line we percent al: 34.59 percent 

charge against it for handling ten The same kind of mathematics 

percent of the cost and three per- apply to the contractor and to others 

cent for loss and obsolescence—total What a sales approach. Your aver 

thirteen percent. Our production age manufacturer - supplier, your 

material is handled in a well organ average contractor and industrial 

ized, routine manner. customer have no idea what it costs 
Now, let’s assume that we plan them to purchase and warehouse 

to have installed in our plant 250 You get them to figure what it 

fluorescent fixtures and the distribu costs them for storage, insurance 

tor has all of the necessary wiring and taxes, freight and cartage, hat 

materials shipped direct to our plant. dling, distribution, depreciation and 

This would, of course, be a special obsolescence and interest on invest 

procurement of special material such ment all elements that are an intric organizati 

as wire, pipe, boxes, fixtures, lamps, ate part of handling goods Then men, your 1 men, your quota 

super-service cord and special drop show them what vou'll do the san tion clerks, your buyers. They must 

cord connectors. job for them for, and you'll regain  thoroug! | 
When the material comes into our much of your warehouse opportu 

plant it can't be put through in a__ nities 

routine manner. It must be specially lhe facts are that today the costs 

handled, specially stored. We woui of distribution if it has gone up is 

probably buy more than the exact high because of uneconomic duplica 

amount to insure against breakage, tion of your functions by your 

defects, and delays. We would have _ plier-manufacturer and your cus y 

to perform many of the functions of tomer. The wrong people are pet , 

the wholesaler and not being set up forming those functions. The eco build and 

to do so our expense would be ex nomics of the situation will eventu 

cessive. Our Cost Department fig ally drive them back to using you to 

ured an additional mark up of fifteen perform these functions but how 


ercent would be required to cover long that will take will depend upon 


T 
' 
the cost of handling, obsolescence, how well you present the story. They 


storage, investment, insurance and will be slow to find it out. You've 
clerical work, not figuring the bother got to show them! 
we would be put to Now, what is the specific answer 
Thirteen percent normal handling to these problems 
charge plus fifteen percent special How are you to operate 
handling charge makes the total cost isfactory return and keep 
of handling for that job twenty happy with his selection 
eight percent. In other words, we saler distribution as the best for 
perform the procurement and ware him? 
housing functions of the wholesaler I’d be pretty stuffy if I presumed 
at a twenty-eight percent cost [ had any pet solution. However 
Now, in case you think my figures I am willing to stick my neck 
are screwy I would like to quote and state the result of my own ob 
from an article written by your own _ servation, as an individual. It seems 
McKew Parr several years ago in to me that first f all, every whole 
which he gave the results from a saler must thoroughly school himsel! 
study made by a firm of accountants in the economi ction of 
for the United States Steel Corpo business 
ration They are beautifully 
Using standard market prices Charley Pyle’s article in the 


4 
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27. Certificates of honorary life 


membership were presented 
to F. K. Bybee, C. P. Damm, 
F. S. Hardy and J. H. Pear- 
son, Jr 

28. Entrance to Cocktail Party. 

29. Annual Party has always 
meant a good time. 

30. J. D. Murphy, Wiremold Co.; 
G. F. Stofer, mfrs. agt 

31. Mr. & Mrs. M. Weiss, Chi 
cago Conduit Fittings Corp. 

32. Merrymaking at dinner given 
by American Steel & Wire 
Co 

33. Group of wholesalers arriv 
ing at Hackneys for Amer 
Stee! & Wire Co.’s dinner 

34. Mr. & Mrs. E. E. Hasselquist, 
Fox Elec. Sup. Co. flanking 
Les. Morrow, Plymouth Rub 
ber Co 

35. Eat, drink and be merry was 
the program at American 
Stee! & Wire Co.'s dinner at 
Hackneys. 
D. M. Salsbury, president of 
NAED and C. E. Wilson, 


president General Electric 


° 

W. J. Clarahan, Splane Elec 
Sup. Co.; J. G. Johannesen, 
Honorary Member 

Exit from auditorium at con 
clusion of meeting 

Renewing acquaintances and 
greeting friends in General 
Switch Corp.'s suite 











‘ad 


Anti-Trust Law Angles 
And - 


The Robinson-Patman Act 


By Kendall B. DeBevoise 


Counsel, National Association of Electrical Distributors* 


HI RI is a twice-toid tak 

about the late great Al Smith 

that he once was scheduled to 
address the inmates of Sing Sing 
He started off by saying, “My fellow m as the abl litor naga 
citizens,” but his secretarv leaned zine and for your particular 
over, pulled his coattail and whis 
pered, “Governor, these fellows 
aren't citizens.”” So Al started over 
saying, “My fellow convicts 
\gain his secretary nudged him and which i helpful star ness men from the 
whispered, “But Governor, you's 1 perusal of t " lls vou grave. It seems that t 
no convict.” \l stopped, squared 489 lawyers or one 
his shoulders, cleared his throat and hand ambulan oO FOO 1 al 862 men, women 
United State 


my lawyer's share ot 


Prine ipall 


Kendall B. DeBevoise 
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Ww. G. 
E. B. Ingraham, Times Appliance Co. 


l. G. Leary, Coghlan Electric Co.; C. P. 


Barry, Union Carbide & Carbon Corp 


W. J. Pinkston, Electric Supply Co., Inc. ; 
FF. Emigholz, Textile Banking Co.; S. 17 
Walz, Square D Co 


C. W. Smith, Hg Electric Ventilating Co 
L. G. Berger, Wesco, Los Angeles; P D 
Briggs, Ilg Electric Ventilating Co 
WwW \. Emerson Wesco, Atlanta 
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Peirce, Jr., Peirce-Phelps, Inc.; 


more particularly to the individual 
business concern than to your Asso- 
ciation 

Of all our federal statutes, this 1s 
the hardest one for you, with or 
without your lawyer’s help, to be 
sure you're obeying If you con 


spire to fix prices or drive some 

competitor to the wall, you know 
well what you're doing. If you 

a customer agree not to deal 

your competitors, you know 

doing 

But when you try to do business, 


albeit 


vell what you're 

independently and _ without 

iracy, on any other basis than 

iform price f.o.b. plant or 

use (which very few concerns 

ries can as a matter of pra 

tical business economics ) you plung¢ 

ito a confused maze of Robinson 
in decisions and theory 

he confusion stems initially from 

the loose and inept draftsmanship 

f Cons | 


\ct when 


rress Che purpose of tl 


drawn was to remedy 
competitive disadvantages at 
hich wholesalers and independent 
found themselves as a re 

the growth of large retail 

with their consequent collec 

rch ising 


powet It was a 


needed legislative 

he legislative result 

field day for legal 

nd very little certainty for 
business man 

Dumpty 

word, it 


it to mean, neither more not 


said, “When | 


what | 


means just 
\nd whatever Congress may 
‘ant by its language, the 
Trade Commission and the 
ave tended to use the 


Humptv-Dumpty approach, choos 


ean by the words of the Act 
he exigencies of the mo 
seemed to the bureaucratic or 


il mind to de mand 


for instance, a case presently 
7 , 


Ss Supreme 
1 the Court 
necessary 
olate the 
obey the 


he Robin 
much with 
And it is « 
nuch with the other 
rv, the electrical 
ectrical dealer 
, the practice 
in setting 


retailers such 


ELECTRICAI 


chains or large department stores 
is direct accounts while relying, 
as heretofore, on the electrical dis- 
tributor to perform his time-honored 
ind indispensable function of dis- 
tributing to the mass of small inde- 
pendent dealers throughout the 
country 

Now, the manufacturer has the 
unquestioned legal right to select his 
If he 
wishes to distribute entirely through 
wholesalers, he 


own channels of distribution 


If he wishes 
to set up his own distributive organi 


zation 


may 


or wishes to sell exclusively 
to retailers, he may. If he wishes 


to distribute both through whole- 


salers and certain key dealers, he 
may,—but now he has the Robinson 
Patman Act looking directly over 
is shoulder. And his lawyers be- 
me less certain and dogmatic in 
their advice to him 

manufacturer dis 
tributes both through the wholesaler 


or where the 


and through certain key retailers and 
the dealers who purchase from the 
wholesalers are in direct competition 
with those key retailers, his pricing 
policies as between his two types of 
outlets are subject to several legal 
considerations even though he and 
he alone has the legal right to decide 
what those policies shall be 

In the first place, he must watch 
for he can’t 
so tailor their terms as to make them 


practically 


his quantity discounts, 


ivailable only to a chosen 
few In the second place, he must 
watch his functional discounts. If 


} discount 


ie gives a wholesaler a 
which easily enables the wholesaler 
to sell to his customer dealers at a 
price below the price the manufac- 
turer charges direct-buying dealers 
with the result that those customer 
dealers are placed at a competitive 
advantage over the direct-buying 
he has himself the kind of 
Robinson 


dealers 
violation which 
the Standard Oil Company of Indi- 


ana is presently 


Patman 


appealing to the 
nited States Supreme Court 
] 


If he sells direct to dealers at 


prices lower than those 


charged 
customers com 
such dealers (which is the 


holesalers whose 


the first situation), he 

nself in the kind of Robin 
’atman trouble that the Morton 
ompany experienced in its 
United 
Court a vear or so 


appeal to the 


iolations find their 
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genesis in the effect of the manu But there is an additional wrinkle 
facturer’s differing prices on com- to some plat This involves the 
petition at the retail level, i.e. on payment of a commission or a rebate 
competition between direct retail to the wholesaler on all sales by the 
purchasers from them and retail manufacturer to the selected direct 
purchasers once removed iccounts And this, in turn, raises 

Che latter, under the language of i brand new set of Robinson-Pat 

Act and in view of the Federal man questions 

Trade Commission, are also to be Does this mean that the whole 
regarded as purchasers from the saler is a participant in and party G. F. Hessler, Graybar Electric Co.; 
manufacturer for the purposes of to an unlawful discrimination? Or, H. J. MacDonald, U. S. Rubber Co 
the Act (see Kraft-Phenix Cheese 
toe. 2e FE... Sa 
any pricing differences which inevi commission, rebate or 
tably result in inequality as between being paid to someone who has ren 


al 
le 


r the brokerage section of the 


546). Hence, \ct, does it mean that an illegal 
, 


rokerage 15S 


these two types ol purchasers are lered no services l 
suspect under the Act. Given a ré iction ¢ Or 
saltant effect of lessened competi merely paying a 
t.on or injury to either of these ipparent legal reason? 
types, and the Federal Trade Com Yes, under the Robinson Patman 
mission and, under certain circum my terms like “discount” 
stances, the injured dealer competi > a long lime was 
tors are in a position to attack vl in contradiction of all 

In your industry, attempt is some heory, a discount was simply 
times made to straddle the horns of thin \ h was better t . ¥ 
this dilemma. If there is trouble in — than to giv Now, under our m re 


too low a price to the wholesaler 
; Musser, Dauphin Elec. Supplies 


as against the direct buying dealet pect ul it or rec t R Brncety, State Bicseste Senoly Co 
id if there i le in a price to 
e direct buving dealer lower th: 
to the wholesaler, some have 
that the solution lies in a 
price lightly lower to the whole 
sale r 
But, as you can see, the creasing popu 
question and problem remains unde ults, it is me 
the Robins« Patman A imely, garded the way 
is the effec ring price Prohibition 
to lessen 
the cle iler level between 
counts and dealers who m: not different situ 
buy direct and must buy from whole the truism 
sale distributors, if at all tl 
If the price to the wholesaler, 
alth« ugh lower than that to the direct 1 B. Ray Deacon, manufactures agent; A. S 
account, is still cr high that the types } _ . vhet Parr, Parr Electric Co ( McKew Parr 
a , — te PE Ir., Parr Electric Co 
necessary addition to it of the whole he market 
saler’s operating costs makes if and he’ 
impossible for him to sell to ‘What can 
independent dealer at a pt om make my 
parable to the price 
account, the independent « 
been injured in his competitiotr 


in Robinson-Patman parlance—the 


has been a discrimination betweet 
competing purchasers or their 
tomers with, quite prob 


urlous 


DD. Lyle Fife, Fife Electric Supply Co 
. 1 , ’ tona watioy q K. M. Taylor, Wyandotte Electric Supply 
petition 1 t ire 1 f ; 7) P 
. . ‘ . fon Co.; Robert Fife, Ross Fife both of 
retaile: ltlan Cif 195 Fife Electric Supply Co 
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Pick up corsage, deposit 

ticket stub and on into the 
Party room 

Apparatus and Control! panel 
ion 

Thomas & Betts 

hanan, Bucha 


from Royal Electric 
the Annual Cocktai 


Conference booth of Ruby 

Philite Corp 

G. H. Wahn, Geo. H. Wahn 

Co. calls attention of C. Mc 

Kew Parr, Parr Elec. Co. to 

photographer during dinner 
American Stee! & 


Butler, mfrs 
Gedney 
H 





Benfield, Gedney Co 

Mr. & Mrs. L. B. Mangione, 

Elec. Sup. Corp.; V.W. Heim 

berger American Stee! & 

Wire Co 

Tom Bibber 

Another group of wholesalers 

and American Steel & Wire 

men at Hackneys 

One of the main reasons why 

NAED conventions are wel 

organized, smooth-function 

ina affairs s its Executive 

Secretary, A! Byers 

Mr. & Mrs. B. D. Toney, De 

catur Elec’! Sup. Co.; Mr. & 

Mrs. R. R. Hill, Hawkins Elec 

r Mr. & Mrs. B. G. Ton 
La Salle Elec. Sup. Co 
arff, G. E. C 
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Appliance Distribution 
Under The Microscope 


ty Bt 


By W. G. Peirce, Jr. 
Chairman, Appliance Division, National 
Association of Electrical Distributors* 


ISTINGUISHED guests and Phat distributo 
members of the Appliance Di lv broadened theit 
vision of N.A.E.D. Today ties post war without the necessary 


specialization of manpower to prop In the sam 
] that the 


ided to tl 


and tomorrow we will meet in this 


room. May our meetings more than erly serve each product 


repay the time and expense of hun That distributors too often rode hat 


tl 


dreds of top executives that hav dealers and 


only on the band wagon of booming 


journeyed to Atlantic City Your lines producing great dollar volume 
program committee has persuaded and gave merely lip service to other 
three of the finest manufacturing smaller lines 

distributors on the whole 


or undesir 


dealers to enter 


executives in the industry to address Phat Phat distributor 
n just a few minutes you will were weak in their dealer sales train them 
hear our first guest speaker. Dis ng program and did not properly 

tributor members will talk to you administer and ; » adver 
about important problems affecting tsing monies they were responsible 
us all for. 

I hope that many other members Phat the 
] id been built l one 


two outstanding pe onalities That thev have 


distributors 


will be heard. This is a democratic 


organization ; its vitality is depend i 

. ¢ . . . , i ate-stact 1 . : 1 Laoeandt 

ent upon every member taking an nany distributors had not built a small indepen 

active part in its meetings and in good, young, fast hitting, intelligent 

ot executives I operators 

We will he 

v7: much ab 
| 


1 
WKS ! 


developing free and full discussions 


concerning our industry top management. That 
\fter each speech the meeting iduals not dele 
enough auth » the right people tl 


will be thrown open to questions 
le would, however 


and discussions. Hand microphones — unde 


are available to anvone on the floor; rhat 
have turned in an outstanding pet 


them 
+} 


on the whole, distributors tew of the questions 


visitors as well as members may use ing us 
them. Let us keep them busy 
cess of their manufactur 


Sometimes a_ trade association 
growth and profit state 


Distributors are pre 


convention can turn into a meeting 


of a self-righteous segment of busi times we think s feeling is 
ness throwing brick bats at the other not entirely recipro d by manu 
parts of the industry family facturers, particularly by the manu 
association has alwavs fought for { facturer’s junior executives. Wher 
se things which were good for distributors hav 1 successfu 
the entire industry and its con financially, the 
an exceptior 
I thought it might be interesting immediately to work 
more people, ol 


summers 


to take a moment to see ourselves taining 
as others see us. I asked a varied houses, expanding thet 
list of manufacturing executives to receivable and inventories, 
tell me off the record what kind of 


has allowed 


job they thought distributors 
hole were doing. Here is a 
recapitulation of what they said Peirce, Jr 
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tributed to our industry’s growth 
and handled this growth if they had 
able t operate success- 
few vears. Unless 
Vv proper profit 
re, they will not 
their successful 
whole industry 

cted 
ne bul 
business. Let 
whittled to a dan 
luction will fall 
and prices in 
rr the con 
vet what we 
an be re 
men, sales 


P . =. " » -_ can be cut to 
Mr. and Mrs. C. O. Stoike; F. R. Eiseman, Sr.; Mr. and Mrs. F. R. Eiseman, ; 


Ir.—all of Revere Electric Supply Co departments 


r eliminated. This 


mean a curtail 


ars, dis 

radically 

pavrolls and 

rapidly risen 
increased vol 

vur bacon lhe 

is being reached where 
in business, a sud 

loss could throw 
listributors into a 


i! mianutacturers 

ributors all have 
bout the opera 
f each other 

on is the quick 
ar and wor- 


F. S. Johnson, Boggis-Johnson Electric Co.; M. Sacks, Sacks Electric Supply ries, to enable u -e that we are 
Co.: N. J. MacDonald, The Thomas & Betts Co.; C. P. Thalman, Boggis- ot Simon nt 1e other fellow 


Johnson Electric Co 


onvention bring our 
problems into the 
nk discussion. To 
accomplish many 
will not only bet 

of distributors but 
entire industry 

can only remain 


sful when all three 
manufacturer, dis 

have financially 

essiul operations 

d greater 

the general 

ir present growtl 
to the future 


Mr. and Mrs. B. D. Toney, Decatur Electrical Supply; Mr. and Mrs. R. R 
Hill, Hawkins Electric Co.; T. D. Scarff, G.E. Lamp; Mr. and Mrs. B. G 
lonquest, La Salle Electric Supply 
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Electric Housewares 


Is Big Business 


By W. E. O’Brien 
General Sales Manager, 


Toastmaster Products Div., 
McGraw Electric Co.* 


LECTRIC Housewares is a S, : : Housewares 
l 1949 re 


specialty business, a big vol 
volume of 


This 


figure and other industry figures | 


business is a big business 


ume business, and a profitable tail sales produced a 
Yes, it is all of these almost one-half billion dollars 


It is a business that is never 


business and 
more 
static, but one that is 


dormant nor will use are derived from statistics 


onstantly changing. It is a busi published by Electrical Merchan 
ness that holds a strong fascination 
for those of us who are in it. 
What this term Electric 
Housewares mean? Electric Hous¢e the 
wares have been variously referred to neither 
included in the 
Section of NI 


liberty of 


dising 

On the first slide you will see how 
business was distributed among 
Althoug! 


CIOCKS are 


does this 


various appliances 
electric fans nor 
House wares 
taken the 


Electric 
MA 


including 


in the past as small appliances, traf 


fic appliances, portable appliances I have 


table appliances and even socket ap them here 


None of these terms c: 


wuld they are generally promo | 


1] in mu 


pliances 
be considered fully descriptive and the same manner 


every one of them tended in some wares, and 
way to discount the importance 
the big branch of the industry whi 
they represent 

\ year ago the Domestic Apy 
Section of NEMA tackled t 


“How 


hi 
ance he 
problem of to establish our 
industry in its rightful place 
first was to select a term ti 


step 
define the industry which would be 
more descriptive than any term for 
Many of you gentle 
recall that ; last 
convention in ¢ 


merly used. 
year's 
hall ts 


* you to ex 


men will 
were passed out t& 
press your ideas on this matter. Bal 
lots tor dealers, to enable them to ex 
press a preference, were included in 
publicity articles which appeared in 
le ading trade publications 


\s a 


pressed by the entire industry 


result of the thinking e» 
Elec 
tric Housewares was selected as the 
best descriptive name for our busi 
ness. We believe it is a name whic! 
will help to establish the bigness 
our industry in the minds of those 
who sell these appliances. 
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the same department, and 


the same salespeople 
The next slide shows the impor 
tance of Electric Housewares dollar 
as compared with various ma 
You will note tha 
r¢ rigerators had the 1949 
substantially 
Washing 


machines came next with 534 mil 


Wise, 
, 

1O! appHances 
greatest 
retail volume, running 
over one billion dollars 
Houseware 

490 


lion dollars and Electri 
close third, 
dollars Lic 


came fourth with 242 million 


ran a over 


million ranges 


dollars, 


approximately half of the Electri 
Housewares volume, followed 


cleaners with 225 


Other ma 


vacuum 


dollars 


O'Brien 





ranged from 90 million dollars for 

water heaters down to 21 million 

dollars for food waste units. uubt if there is a single member 
(Of immense importance to both 1 is audience who will dispute 

distributors and retailers is the tre he dire need for salesmanship at 

mendous number of sales represent ill | and particularly at the 

ed by Electric Housewares. In 1949 I question if there is 

there were over 32 million individual! I > 0 u, who at one time or 

sales. This is shown graphically on another since the war, has not left 

Mr. and Mrs. L. E. Latham, E. B. Latham the next slide. You will note that for some retailer’s store disgruntled and 

l 


& Co., New York ‘ 
every 32 individuals who stepped 


i dealer’s store last vear and dge, I nterest, or both 


ack of knowl 


hased an Electric Housewares he f some salesperson 
there were between 4 and 5! ntal attitude 
uals who purchased a refrig salespeople, due considerably to lack 
| lack of 


only 3 individuals purchased 


washing machine: 3 individuals product knowledge, has been a rec 
rchased a vacuum cleaner and only uy \ f concern to leading 

wdlividual purchased an electri tailers throughout the country 
vear, plans were laid 


giving you these mparisons produce a Sales 


n't think for a momen lr ng Program for retail sales 
that I am attempting to people, covering Electric House 
the importance of major wares he staff of Electrical Dealer 
I am merely endeavor worker osely with the NEMA 
the tremendous amount lectt ousewares Section and 


which Electric Hlousewares with het plendid cooperation, an 


Rueth, Frankelite Co develops in dealers’ store And if ales training manual was 
tarrett, Barrett Electric Supply Co perchance you believe the individual 


) 


litures made by these 32 mil 


expend 
lion people were trifling, vou will be | P t] ntroduc 
ised to learn that the average tor , f lectric House 

tric House ware Training Program. The 

st vear was $15.32. This is oveml nstallment covered the 

with $5.62 during 194 | of li ‘lectric irons. In 

the average retail i the method for selling 

price of Electric Housewares ric toasters was covered It 


’ 
; P ] Ia r\ lectr wed coverings and 
oO eppreciate, wher an erectt ed coverings and 


higher plane of living heating pads were covered. In Feb 
has resulted from wartime ruat val rons and sandwich 
ir earnings. Automatic appli grill n Mar percolators and 
many of which were 5 utol offee makers. In April, 
luxuries prewar, are nIXer ou y, roasters and 

s” which the average 
can family plans to buy. Here ar¢ get monthly in 
Phillip M. Pritchard, Rose Cleary and the average retail selling prices dur is NEMA sponsored 
R. A. Balzari—all of NAED ing 1949 of some of these wante ning program, constitutes 


The average retail sell 1 SI » sales training manual on 


of electric coffee maker Ik usewares Electrical 
was $16.04; of automati ler plat ) t the course 
Irons $13.45: ot mixers I t ] form an soon 
roasters $37.50; and « it available at a reasonable 
oasters $19.95 . ut 1 hat distributors 
entlemen, th: f tl ho apy iate the need for training 


1] 1] t 


y 
1V wish to make 


al question 
maguitude of tl lectt 1s bOOK ival o their dealers 
business, building more 
issipate it V i i CWal SS 


nsored 


a sugges 


lectric Housewares Sec 
i ] 


issociation, headed by 


his program : 
Mr. and Mrs. William H. Squires I | gra wa 


Wavne, Merriam, Inc Housewares Weel 
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which ran from April 14 to April 22 
It was given the wholehearted sup- 
port of all the companies belonging 
to NEMA’s Electric 


Section. 


Housewares 


The National Electric Housewares 
Week Program seemed to be a “ Nat 
ural,’ and a budget of $50,000 was 
set up, which was subscribed to by 
these manufacturers. Considerable 
thought was given to it by both the 
Sales 


members of the Promotion 


Committee and the advertising 
agency they selected to work with 
them 

\ Plan Book was prepared, en 
titled “Instructions for the Care and 
Your Billion-Dollar 
(And to think of the Electric 
Housewares industry as a “billion 


Feeding of 
Baby.” 


dollar baby” is not far-fetched, when 
appreciating that the average sales 
for the past three years were over 
500 million dollars and that we have 
only begun to develop this business 

lhe Plan Book also provided sev 
eral suggestions for special promo 
tions and illustrated the promotional 
and advertising helps which were 
available. These included two Sales 
Promotion Nits, available to distrib 
utors at less than actual cost, for 
distribution to their dealers 

lhe display material included in 
kit No. 1 was a massive 30 inch by 
40 inch four color window display 
with four counter cards and an at 
tractive window streamer. In addi 
tion, just about everything that could 
be thought of to bring added busi 


ness to the dealer was included 
There were 100 check lists in each 
kit to enable dealers to determine 
how many electric houseware items 
were owned by their customers and 
prospects Che record provided by 
these check lists would furnish an 


active prospect list Twelve sug 


gested radio spot announcements 
were included in each kit, as well as 
slogan mats and layout suggestions 
tor retail newspaper advertising 


Kit No. 2 
furnished with kit No. 1, e 


included everything 


xceptiing 


display This 


kit was intended for use by 


the large window 
smaller 
, 


dealers whose window space was at 
a premium 
We feel that the National 


K:lectric Housewares Week was a1 


1950 


important first step in the industry 
Electric 


Housewares manufacturers. For the 


merchandising program of 


first attempt, we believe it went over 
\ctually Na 


exceptionally well 
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tional Week 


provided the first publicity to iden 


Electric Housewares 
tify the new name selected for our 
both 


industry, to consumer and 
dealer. 

It is estimated that at least 10,00 
retailers were directly tied in on 
the activity through the use of the 
special display material. Many util 
ities and department stores featured 
displays, demonstrations and _ local 
retail suppo 


in the way of display and advertising 


advertising. In fact, 


was exceptionally good in some 
areas, but poor in others 

The program, however, was ce 
signed primarily as a distributors’ 
activity, 
orders from the dealer 
Book were mailed to all 


Many distributors were 


to help the distributor get 
( opies ot 
the Plan 
distributors 
active in promoting Electric House 
wares Week with 
Others did littl 


possible that manufacturers did not 


their dealers 


about it, and it is 
push the program as strongly as 
they should have done 

| talked with one of our distribu 
tors just before the opening date of 
the activity and asked how it was 
going. He answered they had done 
nothing on the activity and just cot 


] 


sidered it a scheme to sell displays 


When I asked if he could afford to 


give a merchandising kit whicl 


would cost him a dollar, to every 


dealer who purchased $100.00 wort 


of Electric Housewares, he agreed 


} 


that he certainly could. He wished 


the idea had occurred to him, for he 
saw they had missed the opportunity 
to build 
period when 


some jyusiness 


business had slowed uy 


somewhat 


It goes without say1 


distributors who were o 
ind took advantage of this prograi 


} 


penent 


were the ones who directly 


from it, through increased busines 
Others unwittingly let a nice piece 
of Electric Housewares business get 
away from them 

Che Electric Housewares business 
is a specialty business and requires 
specialty selling. Those distributors 


who have recognized this and have 


I} 
salesmen specializing in Electric 


Housewares are the ones who hav 


grown with the industry and have 
developed a very attractive 


volume 
I believe it should be a source 

concern to many electrical distribu 

tors, to see¢ 


fields outdistar 


wholesalers in 


Housew ires 


WHOLESALING 


Robert Gross, Gross Distributors, Inc.; 
Irving Sarnoff, Bruno-New York, Inc. 


a 


Percival Stern, Interstate Electric Co 
Harry Riley, John Riley & Son, Ltd 


R. M. Johannesen, Johannesen Electric 
Co.; H. Hansen, Van Cleef Bros.; H. I 
srown, Electrical Distributing Co 


A a “ 


‘i 


¢ 


" 
BD 


Mr. and Mrs. S. Hoffman, The Hoffman 


Electric Supply Co Mr. and Mrs. B 


Feierman, United Electric Supply Co 
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if you will find this difficult t« Sales managers who persist in 
for undoubtedly your Ele trying to sell Electric Housewares 
tric Housewares business has been through their major appliance and 


hig compared with any previous x supply salesmen will continue to lose 

riod, and you have no yardstick witl round, not only to their competitors 

vhich to measure the accomplisl n the electrical field, but to hard 

ent of others. al ind jewelry wholesalers, as 
j 


I am sure, therefore, that you will well as Housewares wholesalers who 


interested in some figures which ‘ learned that Electric Hous 


Mr. and Mrs. Henry J. Baitinger, Bait- vill illustrate the strides wholesalers wat n produce big volume for 
inger Electric Co., Ine outside the electric industry have — then am sure that none of you 
nade in selling Electric House g nen 1 id to permut this to 
wares | 
experience Of one manutat I al 1S simple, for 
t { klectric Housewares from t a case Ol lowing ie lead of 


1934 to 1949 was that his total bus the wholesal vho have been 


ness increased by 598 percent during 
| period, ile his business from rirs +t up a separate sales 
electrical distributors increased only dey for Electric Housewares 
164 percent n ‘ Ol se sure the salesmen i 
ounted for by an 1 | 1 1 ctric Housewares Depart 
percent from hardwar nt are thoroughly familiar with 
n iecrease of . ie products you handle 

percent from jewelry wholesalers ird ak mplete advantage 

Another Electric llousewares f manufacturers’ promotions. They 

ifacturer found that in 1940,73  are1 vailable for only one pur 

t his business came from pos nd ; to increase yout 

H. L. Clary, Norge, Div., Borg-Warner 1Cé listributors and 27 : ind d neglect sponsor 
Corp., E. Froelich, Warren-Connolly y it tl hil . ‘ ne Pron = of vour own so yout 
percent of his business came ilesmet lalwavs have something 

electrical wholesalers and 41 ew to r with tl customers 

sources ( tl it dei ire con 

is another very siuilat tact t juel so thev will come 

1940, this manuf o look on you as their regular source 

j | Housewares 
followed 
salesmen 
} 


pacon 


f this 


distributors will 

potential would not 

a separate sales 

Housewares 

n \ I not consider 

Charles G. Pyle, NAED; Arthur H t. tl 1 ag f his business dling n } lines of leading 
gh the 


ts 


Jones, Madison Electric Co Ihtained n lect 1 distributor it ; whi 1 ; hrot 


points dur 


Ing you ver, even 


ectric. House 


ive been highly 


ling | lectric Llouse 


" i ind no reason why 
¥-. 7 tor has a big 1 the tri lectrical wholesalers cannot handle 
4 f | | ' str + 
= a is Weel ’ he ' il i > ‘ 
“= - i vered } 1 successfull Vhy not think it over 
™ agi u hav i member, big volume in Electru 


ares items |ust as 


11 


ures speciaity sel 


lume ane 


Mr. and Mrs. Jack Tucker, U. S. Electri- 


cal Supply Co 
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The Independent Distributor 
As Appliance Merchandiser 


By G. P. F. Smith 


President, Norge Division 
Borg-Warner Corp.* 


7‘ 1U behold in me a man whi 


thoroughly dislikes public 


speaking. The fact that I am 
on this platform this afternoon is a 
tribute to the persuasiveness and the 
selling ability of those whom you 
placed in charge of this program. | 
get into such jams frequently 

Of course, I am vitally interested 
in the subject assigned to me: “The 
\dvantages of Merchandising Ap 
pliances Through Independent Dis 
tributors.”” It is a subject on which 


} 


[ happen to have rather firm convi 


tions 
\t the outset | admit that the ad 
vantages 


, ' 
inherent in independent 


distribution have accrued, in the 


case of my own company, to I 


benefit of the consumer, the retatlet 


self, rather than t 


Chis, of course, is 


the case with other 


who employ the sar 


tribution, and | mention 
bring out the fact that my 


nutacturer 


ecessarily 


nanutacturers 


xl of dis 
it only t 


own view 


point is, therefore, altruisti 


Those of you 


major appliances ki 


branch distribution 


employe d either 


part by ne 

in the bus 
companies 
exclusively 

in thin markets 
tribution 


Others 


G. P. F. Smith 
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distribute 
that either 
selling 
is you 
company, 
the s« le 
terested 
In the 
endent 
lave been 
happened 
Phe Detroit 
mpany, W 


au 


thousarn« 


pendent 

wanted t 

uit lacked = the 
Borg-Warner Corporat 


ste i quiring 


most 

with us. 
| , 
idl 


nstances 





to me, in independent distribution, knowledge of it. In competition with 
is in the additional resources it a branch, the distributor is always 
places at the disposal of the manu- playing on his home grounds. His 
facturer. It is the only avenue of judgment on styling, features, pric- 
distribution open to the small manu ing, and what not, can be an invalu- 
} 


facturer of limited means. And it able aid to the manufacturer 
has resulted in making available to I say can be 
the consumer, products which could loo often the manufacturer has 
Ath 4 not be distributed in any other failed to take advantage of it. Time 
Jack I. Bogdan, B. & B. Electric Co.; For no one else would under- after time you have seen a manu 
W. B. Meek, Wesco. W the risks involved in market facturer bring out a new line of 
ing a new and untried product products at an expense running well 
Without the independent distributor nt millions. Suppose this new 
the small manufacturer would al line consists of ten models. Eight of 
ways remain small without hope of hese are acceptable to the trade 
capturing the national market but two of them are “dogs.” The 
These resources, of course, it lowest priced model lacks flash, and 


Oo finances | it sell \nd a model in the 


clude much in addition t 
but suppose we take a look at t medium priced group, on which the 


money angle first. In our business manutacturet had hoped to make a 
we figure that a distributor of major decent profit hasn’t sufficient fea 
appliances needs about a thousand — tures to justify its price Frequently 
dollars of capital for each hundredt! the independent distributor, if given 
of one percent of our total market the chance, would have advised the 
which his territory represents. That manufacturer to make the necessary 
means that a distributor in a one changes before the new line was in 
percent market needs about a hun troduced to the trade, and a very 
B. Merritt, Mill-Power Supply Co.; A. A. ( 


| lred thousand dollars of capital costly mistak would have been 
Watson, The Trumbul! Electric Mfg. Co. | 


he total combined capital of all avoided 

distributors for one manufacturer is conceivable that branch 
having national distribution would managers could do the same thing, 
be about ten million dollars but, in my opinion, they are not as 
Now, it could be argued by thos« like ». The branch manager hasn't 
who favor ‘branch distribution that 1} at stake. He isn’t required 
fair return can be earned upor ) bet the price of a carload that he 
portion of a manufacturer’s : ll the low end model that 
» invested. I have no quai eeds flashing up. After all, maybe 
with that viewpoint It is my the high powered boys from head 
nviction that a better job of dis cuarters are right. But that is not 
tribution can be done through in the way your independent distribu 
lependent distributors. That this is tor reacts. He speaks right out in 
is due in no small measure to the plain and understandable language 
fact that he does have his own capi In fact, he says it stinks and if that 
tal invested in his own business and offends someone at the factory that 
George E. Gletthar, The Art Metal Co.; ; thus the master of his own destiny is just too bad. In any event, that 
J. M. Rosen, Grand Light & Supply Co It is because of this that the capi- is what happens in our case, and I 

nvolved achieved any real im hope it continues to 
rtance. It sharpens and maintains In addition to his financial re 
interest long after the branch sources and his intimate knowledge 
anager has gone stale. The profit of marketing, the independent dis 
tive is the only real incentive in tributor offers another important 
sa. cS usiness. It is a spur to accomplish advantage over branch distribution ; 
+ a ment. I believe that the independent a better balanced operation. He car 
iy 2 , butor possesses it to a greater ries supplementary lines such as 
than does the branch man television, radio, floor coverings, 


and sewing machines, to name a tew 
iddition to capital, the inde Che thinner the market, the more 
lent distributor possesses an important these supplementary lines 


Mm \ ‘ 5} é her important asset; marketing hecome 
4 


wledge. He is, or should be, in By combining several good lines 
\ . t tely acquainted with his trade » can afford to cultivate intensively 


tle knows what products his dealet a market too thin to warrant inten 


Walter Long, Long Electric Supply Co , “> 1 \ bie Ee ee re y ° ; 
H. F. Reichardt, Reichardt Electric Co an sell and at what prices In most sive cultivation by any one of the 
Howard Sample, Emerson Electric Mfg is ms entire ft manutacturel he represents And 
Co 1 ritor rfectin hi n this way he maintaims an a 
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Vaportight CONDULETS 


for electrical installations that are exposed to 
weather, moisture, steam or non-combustible dusts 


JUNCTION CONDULETS - SWITCHES - RECEPTACLES - LIGHTING FIXTURES - CIRCUIT BREAKERS - PANELBOARDS 


T The illustrations show a representative selection from the hundreds of 
CONDULETS that are —— or when furnished with covers and 
gaskets become vaportight. 


*CONDULET is a coined word registered in the U.S. Potent Oif 
ht demgnates a product made only by the Crouse Hinds Compene. 
Type 1 Obround Conduiet 


with Blamh Cover and Casket - 
Type ANC Vapertight 
Flexible Fiature Hanger 
" “ 
| all Moveting 

al 
Type FSC Condutet 1 

oth Biomh Cover and Cachet Type FSC Tee Cong Vapertght 

Combsnation Push Sutton Staton | Type 1S@ Vaperteght 
ane | Cwcert Breaker Condutet 


Type FS Vapertight Pitot Light Condutet 


witch Conduiet Type FCP Three Cong - Te conden 
| tent cht Pane! Mounting pote 
onduiet with Pilot 
r chts and Switch | 


Type ¥ Vapertight | | Type WIC Vapor tight 
Gouge Lighting Coneuie® 


SC Conduiet 
aok Cover and Casket 


Type FO Vaportight ' " 

1 tae 
Switch Convstet Se aan Type DVSP Oust Tight 
—— ~ = ey and Vapertight Penetboord 


= hehe ene 29 


| | Type ¥ Vaportight Neary 
Duty Lighting Conduiet Tepe WY Vaportight 
Type CRT ces "Ser cade sets oan faeeeat ne we 0 tart 
a | with Frese! Lows 
Type FOC Vapertient 
Seitch Conduiet 


vee € Ore: 
tent Set  Condulet Type WR Vapertient 


Lighting Condutet for 





Type GS Vapertight Mounting on a Hand Rat | 


Lighting Fiature for j 

j CS Serves Condulets Type VOR Vapertight } 
Tend or Vat Light Condutet Type f) Vapernght 
Lighting Conduret 

neem ne tess 95 Santee 
Vaportight Seite Condulet 
| yoe FS Vapert \ 
chting F } 


br Day ong | 
Type VG Vaportight tor one 
Lighting Conduiet | Type ARC Vapertignt | oy Cone ‘toate 
Lighting Fretere tor 


Type ved wat ett 
Couge Loeh adure 
at 
Type ¥S Vener . 
FSC Vaperteght " Type WC Vapertight Heed (ame 
a 5 Ser 4 ¢ » Rudder Mandie 
ww Receptacie Condulet S Serves Com ot with Rubber fa: 
Type DLP Best Tight ond 
Vapor ight Peseibeard 


_ 2 
\ 
Nationwide \ 
— OP ital stisters 
Type VPH Vaportight Type OS Vapertight Type VDA Vaportght Lighting Type ¥ Vapertight Lighting Nerdendn ate abe sore | ") 
tndorect Lighting Conduiet Lighting Condulet Conduiet with Dome Reflector Condule! wid Dome Befiecter Condulet oth Angie Reflector 1 Th rough Electr ical 


150 ~ 200 Watt 300 - 500 Watt 100 - 200 watt 100 - 200 matt 100 - 200 watt Whol 
\ holesaiers 


CROUSE-HINDS COMPANY 
Syracuse 1, N. ¥. 


Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — In banep lis — Reneee CH Los Angeles — Milwaukee — Minneapolis — New York 
Philadelphic — Pittsburgh — Portland. Ore. — San Francisco — Seattie — St Louis —- Washington. Resident Ropre esentatves. Albar boi tumore — Charlotte — New Orleans — Richmond. Va 
CROUSEHINDS COMPANY OF CANADA. LTD. Main Otlice and Plant TORONTO. “ONT 





CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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with his dealers 


throughout the year, and not merely 


tive relationship 


during the peak selling season fot 
any one product. This increases his 
worth and importance to his dealers, 
for he is their source for not one but 
several important lines 

I re that a distributor 


ognize, too, 


ave too many lines, or can de 


Czech, Wesco; A. H. 
Supply Corp 


Henry Kahn, G.E. vote too little attention to some ot 
dealer can, ot 
that matter 

Iking about the average or typical 


And I say 


proper 


em, just as a 


anutacturer, tor 
that 


istributor again 


ircumstances, He 


1 better balan ed « pe ration 
more importance to his 
branch 
the 


1 
appHlance S 


an 


any 
re a tew ol advan 
merchandising 
independent distributors 
value in terms of p 
or and the factory 

ll the distribu 

hem If 

jor 


' ‘ 
ippliance business, al 


independent distributor 


Verrall Moe, Moe Light, Inc.; E. J. Rueth ae 


Frankelite Co. 


omes 


competition = ¢ 


And the 


hin 


snow 
ibution breaks 
Co.; the 
Electrical Supply Co 
Nugent & Kran- 


H. J. Baitinger Electric 
j. Tucker, U.S 
wd 


z7er 


Baitinger to take o1 
stribution. It 
Kranzer, Crannell 


close, 
Inc 


Walter Bieringer, Plymouth Rubber Co 
A. 8 
( : J 


Musser, Dauphin Electrical Supplies 


Morgan, J. Morgan Co 


ELECTRICAI 


ut costs. The modern distributor 


must be equally aggressive, mechan- 


izing his operation wherever pos- 


sible, and utilizing every means of 


improving his service and reducing 
| 


his costs 
Che distributor must be an organ- 


leader, capable of putting 


maintamimg an or 
builds 


the Su- 


constantly 
ou know, 
is defined good wil 
of the customer 
where he has 
The 


OWT 


ice 
distributor 
knowledge 
he lealers, are 


If they are not so dis 


has placed an almost it 
] lock in the pat! 
men 
listributor has incurred 
he dealers, his whole 
d most of their 
resell the firm, rather 
the firm distrib 
, much easier to 
it is to build good 
one misplaced employee 
the 
ship 


wrench in 


monkey 
ourteous 


1 
ostile 


telephone 
a surprisingly 
tial customers 
Phe 


organizet 


distribu 
and 
such a situa 
é would 
conclusion, it is my convic- 
that the economic ground 
under the independent distributor 


n instantly an correct it 
In 
tion 
is as firm and as solid as he him- 
self makes it is abundant 
| that nical prod 
sold 


through 


an be 


lor instance, 
were sold 
istributors 
they are now sold 


except in 


The independent 


1sO 


t« Instance 


distributor can and must perform 
a worthwhile service of benefit to 
the consumers, the retailers and 


factory. As long as he does this, 


his future is secure 
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‘He says this one belonged to his grand- 
father — install it in the dining room!’ 


P.S. Thats a lauching sentiment, Gatto, and tia- 
ditions are fine, but that old deuice belongs in a 
We have traditions here a PaS, tee, 
thal assure You dependatle, easy-to-install wing 
deuices. Sialy yea of huaw-ou ge inte CuEely 
PES device. Sa when you want a dependalle 
witch priced right jor law cost homes... buy P&S! 


i, 
a 
<P2$ > 


MUACUM. 


look at this moderately priced T-rated switch 


T-rated 
(patented) — a new design which means long life, smooth action, excep- 
Sturdy, all- 
large head 


This precision-built, switch has torsionally pre-loaded contacts 
tional performance (especially with Type C lamp loads). 
enclosed all-bakelite bodies positive kick-off 
easy-to-wire binding screws . . . washer 
type, break-off plaster ears .. . meets 
or exceeds Federal and R.E.A. speci- 
fications, Underwriters’ approved 

rated 10 amps, 125 volts (T); 5 amps, 
250 volts. 


the moderate price class — 


Best of all, this switch is in 
P&S 7301 another high 
grade P&S wiring device that is easy 


to install. 


PASS & SEYMOUR, Inc. 


89 Boyd Ave. 
Maker of the famous P&S-Despard Line 


Syracuse 9, N. Y. 


ELECTRICAI 


FLOOR FAN 


This floor fan is equipped with a 3-speed 
motor and aluminum blades. Four rubber 
mounted legs act to prevent tipping and 
marring of surfaces. Entire unit is finished 
in tan and is available in 12-in. size only 
for alternating current. 


@ POTENTIAL MARKETS: Electrical deal- 
ers. Hardware and department stores. Rec- 
ommended by the manufacturer for use in 
homes, offices or stores. Berns Mfg. Corp., 
2278 Elston Ave., Chicago (4, Ill. 


—“y 


SLIMLINE FLUORESCENT FIXTURE 


Features of this slimline fluorescent fixture 
include its shielding and low brightness side 
panels. The 4-lamp unit has a 50 x 40-degree 
cutoff and the 2-lamp unit a 40 x 40-degree 
cutoff. Egg-crate louver is hinged from either 
side for easy maintenance. Fixture can be 
either ceiling or pendant mounted, singly or 


in continuous rows. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial and institutional buy- 
ers. Sunbeam Lighting Co., 777 East 14th 


Place, Los Angeles 21, Calif. 


oA 


DRILL BITS 

A line of wood-boring bits for use in '/4-in 
portable electric drills are of solid-center 
design and have the single cutter, extension- 
lip type head with outlining spur. The bits 
are heat-treated; shanks are sized to '/4-in. 
diameter. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial and industrial buyers. 
Recommended by the manufacturer for use 
by carpenters and other wood-workers us- 
ing electric drills for boring '/4-in. or smaller 
holes in soft or hard wood. Greenlee Tool 
Co., 2136 Twelfth St., Rockford, Ill. 
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CONNECTOR 


This heavy-duty, two-bolt clamp connector 
is available in seven sizes which take cables 
10 str. to 1000 MCM., according to 
the manufacturer. Listed by Underwriters’ 
Laboratories, it is a one-piece fitting without 
loose parts, swiveling on one locked bolt. 
Unit is constructed of a silicon bronze alloy 
and is installed with a wrench. 


from 


@ POTENTIAL MARKETS: Electrical con 
tractors. Commercial, industrial, institutional 
buyers. Recommended by manufacturer for 
taps and splices, service entrance connec 
tions, dead ends, etc.; indoor or out. Penn 
Union Electric Corp., Erie, Pa. 


© 


WINDOW FAN 


This portable, intake or exhaust window fan 
with adjustable panels to fit window openings 
of from 26 to 36 inches, is available in 16 
and 22-in. models. It is with 
extension cord and two-speed switch. Fan is 
operated by spinning knob in desired direc 
tion (intake or exhaust) and closing the two- 
No starting winding is neces- 


equipped 


speed switch. 
sary and fans are equipped with thermal 
overload protector, according to the manu 


facturer. 


@ POTENTIAL MARKETS: Electrical dea! 


ers. Hardware and department stores. Resi- 
dential and commercia! applications. Chelsea 
Fan & Blower Co., Inc., 1206 Grove St., 
Irvington, N. J. 


° 


a 


BUS DUCT 


This bus duct of 50-amp. feeder capacity is 
approved by Underwriters’ Laboratories for 
equipment requiring connections for '/2 to 
3-hp. motors, 240 volts or less, a.c. or d.c.; 
or for 7!/2-hp. maximum with dual-element 
fuses. Measuring 3 in. wide by 2 in. deep, 
the duct is made in standard 5-ft. and 10-ft. 
lengths with plug-in outlets located every 
20 inches. It can be fastened by straps to 
the wall, ceiling or along the back or under 
a machine bench; or supported by hangers 
from the ceiling or roof. Additional outlets 
and longer lengths are available on specifica- 
tion for special application. Smaller units, 
fitted with standard 30-amp. fuse connections, 
have also been developed. 


@ POTENTIAL MARKETS: Electrical 
Industrial and commercial buyers. 


Co., 3650 Windsor 


con- 
tractors. 
Frank Adam Electric 
Place, St. Louis 13, Mo. 


FITTING 


Constructed of an aluminum alloy, this fitting 
is die-cast under 10,000 Ibs. pressure and is 
line for all 
electrical Unit is rust 
proof and highly resistant to all forms of 


manufactured in a complete 


installation needs 


corrosion. 


@ POTENTIAL MARKETS Electrical con 
tractors. Commercial, industrial 
rural buyers. Killark Electric Mfg. Co., Van 
deventer and Easton Aves., St. Louis 13, Mo 


institutional 


BELL TRANSFORMER 


Designed for use with 10-volt chimes, bells 
buzzers and ‘other signalling equipment, this 
transformer can be mounted in many places 
on round or square outlet boxes, on side of 
switch and face cabinets, on wall or ceiling 
surfaces. Mounting is accomplished by 
means of a special nut. Finished in green 
the transformer is approved by Underwrit 
ers’ Laboratories, Inc. It measures | 7/-in 
wide by 2/-in. high by 2'/e-in. thick 


@ POTENTIAL MARKETS: Electrica! con 
tractors and commercial buyers. The Ritten 
house Co., Inc., Honeoye Falls, N. Y 


FLUORESCENT FIXTURES 


Designed for suspended or ceiling mounting 
this lighting fixture is available in the fol- 
lowing models: 48-in. fluorescent, for two or 
48-in 
72-in 
line, for two or four lamps 
available with a choice of the following side 


slimline, for two 
and 9%6-in 
The units are 


four 40-watt lamps 


or four 40-watt lamps slim 


panel materials: Solid metals, Albalite glass 
or Polystyrene plastic 


Electrica! con 


@ POTENTIAL MARKETS 
tractors. Commercial and institutional buy 
ers. Recommended by the manufacturer for 
schools, stores, offices and institutions. Mod- 
ern Light & Equipment Co., 3812 S. Wabash 


Ave., Chicago 15, Ill 
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“ll gag 


CATHEDRAL TONE Seemann 
CHIME feo acne eae 


in inventory 


prevailing, the 
will be served 
onditions avoided I 
lesale distributors 
ivoid the accumu 


ntori 
ve ori 


New Program Introduced 
By Better Light Bureau 


INN | ‘ge 


Iw plat oks whi 


MODEL C-10 
LIST 59-95 , 





SELLS BY EAR! 


Here’s a fundamental improvement in tone—and that’s 
where improvement counts when you're selling door chimes. 
The secret is Liberty Bell’s exclusive Resonance Magnifier, 
an ingenious device that brings out the lovely timbre and 
mellow overtones of a true cathedral chime. Miles ahead 
competitively, with that $8.95 price tag. 


Cathedral Tone operates on any standard 10-volt bell trans- 
former, sounds two notes for the front door, one for the rear. 


We're talking up the Liberty Line with national advertising 
in such magazines as Better Home and Gardens and House 
Beautiful. i 


Liberty Bell offers a complete line of sensibly-priced door 
chimes from $2.95 to $19.95. Write for current catalog. 


bs MINERVA, OHIO 
DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS, SIGNALING DEVICES 
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THORNTON 5S. THOMAS was re- 
cently appointed to succeed the late 
John J. Kaske as general stores man- 
ager of the Westinghouse Electric 
Supply Co. Mr. Thomas was formerly 
Wesco’s eastern zone accounting rep- 
resentative. 





State Electric Supply 
Opens New Headquarter rs 
PITTSBURGH—Th op 


REA’s Fiscal Year Loans 
Total Over $375 emagpaee 
\ \SHINGTON 


151,456 v 


BREAK-PROOF 
SHOCK-PROOF 


Screw Drivers 


More Sizes...More Types... More Kits 
Are Available To You... From VACO 


@ No more “lost sales’’ when you carry Vaco... the nationally 
advertised, nationally known line of quality drivers with famous 
Amberyl! S/B (slo-burn) handle. Whatever your customer wants 
. screw drivers, nut drivers... special purpose kits... unusual 
bit styles... “‘reversibles” ... interchangeable blade 

drivers ... they're all available from this one source. 
ieee And to help you get those extra impulse 
or sales, Vaco offers you more counter dis- 
plays, more “buy off the board” and 

permanent wall displays than any other 

manufacturer in the business! Quality ? 

It's “tops”! Prices? In line! 

Your full profit every time! 


Margins? 


Let This Display 
Help Yow Sell 


The Voco C 110U permanent wall display 
shows 30 different drivers to everyone 


who sees it acts as a perpetual silent 


} 
1 \ . salesman. Order one today for extra sales 
‘e 
| : 


and extra profits! 


Get Your FREE Copy 
of this Handy, Illustrated 
Catalog and Reference Book 


You can't afford to be without this veritable gold mine of 
information! Tells you all about bit sizes to fit every 
screw lists the various drivers by type and size. Amply 


illustrated in color. Order your copy, today 


PRODUCTS aE In Senate Vaco a Products ix Lid 
1212 Notre Dame St., W., Montreal 3, Quebec 
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he status 
cation program as ot 
! ] ws 
Line construction 185,000 miles 


of seven per 


e operating 
25,000 mi-es of lines 
Consumer connections— Electric ser 
was brought to some 485,000 rural 
year. REA borrow 


ximately 3,260,000 


Energy distributed—Approximately 
per cent more power was distributed 
f 1949. During 
rrrowers billed 
compared 
4,016,000 

tan 
Loan repayments 
ernment wa epaid out $27,000.00 
3,500,000 in interest 

epayments 

$244,500,000, in 
principal in ad 
overdue 
3,000—-less 


f the 


Wesco Appoints Two New 
District Promotion Mgrs. 


QbAun SATISFIED CUSTOMERS 
STEADY REPEAT SALES 


ACCURATE FRICTION TAPE Saves time on toughest 
jobs! It never ravels, tears off clean always, has extra 
strength for tight, fast wrapping. Clean to work with, 
Accurate Tape sticks permanéntly to the work—-never 
to your fingers. For safe, suré protection from abra- 
sion, scuffing and pinching, there's no substitute for 
Accurate Friction Tape 


ACCURATE RUBBER TAPE Made from an unvulcanized 
rubber compound with plenty of extra stretch for 
tight, neat wraps over the most irregular surfaces 
Soft and pliable, too, for quick and safe coverage of 
pigtail connections. Fuses thoroughly without heat to 
form a solid dielectric covering affords lasting RCA Announces 


protection against electrical leakage due to moisture 


and humidity Reduction In Patent 
Royalty Rates 


\ 


SEND FOR THIS TAPE CATALOG! 


The new Accurate Catalog includes complete information on 
friction, rubber and Accurate specification tapes with roll 
length and packaging data on each. Keep a copy handy 
Just call or write for yours, now, to ACCURATE MANUFAC 
TURING COMPANY, GARFIELD, NEW JERSEY 


ACCURATE TAPE 
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tions, was reduced from 2 


the manufacturer. The rate for television e 
receivers, including television combinz gives you 


134 per cent 


The rate for receiving tubes, including 
cathode ray tubes used in televisi r 
ceiving sets, was reduced from 2 per extra volume 
cent to 134 per cent. For transmitting 


and power tubes, the rates were reduced 


from 3 per cent and 2 per cent to 1 


{ per 
cent The transmitter and oth 


mercial apparatus royalty rates wer 


to 2 per cent 

RCA’s original royalty rate was 
per cent tor radio broadcast receiving 
sets. In 1932, this was reduced to 5 
cent, and in 1940, it was further reduc 


per cent 


Los Angeles Wholesaler 
Names Credit Manager 


LOS ANGELES—Sam Gryde, owner M d on RIGID 
' ‘ Now, THIN WALL Conduit can be bent profitably! ore speec © 
and manager of the Standard Wholesal Pipe, too! Bend sizes from 
fi 


This new bender (No. S-34) pays for itself on the 
' > 


Electric Co., recently announced the ay rst good job. Handles 1'4, 142 and 2°’. Remotely 1 o The hydraulic 
ram at any snRie - 


controlled ‘“‘Porto-Power'’ hydraulic unit creates ex- ’ 
the floor or bench 


hama< Mcl cred 
Thomas McHeffe a ' clusive advantages and also serves rigid-pipe benders. overhead 
McHeffev was 
rical Distributors, I) 
has hee prominent 


s tor many vears 





So Operate Knock-out Punches with HY- Eliminate hand pumping! 
DRAULIC power! Save at least 60% of 0 uw (No. P-182 
the job time. Punch holes up to 4! (put pe 

with surprising ease. No wrench to swing! cular on other hydra 


New products have made Black- 
hawk a major equipment line — 
the hottest in the electrical 
supply field. Wholesaler 


inquiries invite d 


BLACKHAWK MFG. CO. }" 
ha 


Dept. P-4480 TU 
Milwaukee 1, Wis. 


‘ower’ hydraulic jacks which serve Black 
hawk Electricians’ equipment, 


y Lift machinery, pull-pulleys Dozens 
SIZES J of allied jobs are licked by the Porto 
P. , 


PLUG TIP AND PYGMY ELEC- 
TRIC SOLDERING TOOLS, TOO. 


VULCAN ELECTRIC CO BLACKHAWK 


Danvers 9 mass. 








HYDRAULIC “Porto-Power” EQUIPMENT 


rc 
! 
! 
! 
! 
| 
| 
! 
| 
! 
! 
| 
! 
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ABOLITE 


efTey 


can 
pb 


DU 0-MOVE 


SYSTEM 


The formula for Good Lighting is the combination 


of proper equipment and simple methods of main 


The Abolite Duo-Move System encourages 


tenance 


regular cleaning habits because Duo-Move units 


can be cleaned and relamped quickly and safely 


without using clumsy ladders. Merely a twist of the 


wrist—reflector and lamp assembly can be removed 


and serviced—another turn and it’s back in position 


no interruption to workers no lost time. The 


Abolite Duo-Move System quarantees maximum 


illumination with minimum service expense. Write 


for the Duo-Move story today! 


us at booth 107 at the N. A. E. D. Convention, 


Atiantic City, June (1-16 


Be sure to visit 


THE JONES METAL PRODUCTS CO 


West Lafayette, O 


WHITER THAN WHITE 


: AB 


Anaconda Names West 
To Post In Washington 
Anaconda Wire and Cable C 
ed that H. I 
Ne Ww 


has been as 


(Gene) 


located in Orleans 


, ' 
sibilities, which 

of sales promo 
lectrical contractors 
1 national basis. In 


located in 


ctrical busi 
iated wit! 
able Co. in 


department 


Boston Distributor Takes 
Dealers On Night Cruise 
BOSTON I ipment Distributors 


dis 


Your customers will get along like 
newlyweds with their electrical appliances, @ 
if the cord sets are CORNISH... 
the sure guarantee of perfect contact 
and long wear... the happy farewell 
to CORDelirium! 








CORDS an CORD SETS 


APPROVED BY UNDERWRITERS LABORATORIES 


A full line of Flexible Cords 
for the Repair and Service 

industry, obtainable through 
Jobbers and Distributors 


CORNISH WIRE COMPANY, 


15 Park Row New York 7, N.Y. 
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tertainment by professional artists, gang 


souvenirs, favors and re 


freshments. Each dealer invited was ap 


KLIP 
eaters § Build Your - . 3 
Profits With » fe 


Profits 
BUR ESS.2 = 


agtrnei BURGESS 
w accu forces oes (Is the Only Complete Line! 


were announced recently by the Americar 

rhe; Stock up on BURGESS Portable Radio Bat- 
rigid steel teries now and cash in during 
the BIG Portable 

Radio season. 

When you stock 
BURGESS you 

make every sale 

because BURGESS 

makes a battery 

to fit every radio! 


Quality has made Burgess the Foremost 
Name in Radio Batteries! 


The new BURGESS Flat Cell offers cus 
tomers more hours of useful battery life 
and extra reserve power in the same over 
all space. ALL BURGESS Batteries are 
made with the finest ingredients obtain 
able and are manufactured under scien 
tifically controlled conditions to assure 
unmatched quality! 


plus Most Intensive Advertising Campaign 
in Burgess History! Bera: 


‘= 

Powerful 2-color ads will sell BURGESS 
Batteries to the readers of BIG national 
magazines reaching millions of readers. 
BURGESS advertising will sell the bat- 
tery buyers who mae y ren- 

eral, men’s, and posed oa 

magazines. Tie in with this 

BIG BURGESS campaign 

and boost your battery 

profits. 


plank prizes, 


and their wives) 
Heading up the distributing 

committee wer 

Albert Ber 


nan, saies su] 


American Standards Assn. 
Lists New Specifications 
NEW 


specications 


standard 


tubing used 


Standards Association, of this city 


r zinc-coated and enameled 


coated electrical metallic 
Their purpose is to establish uni 


standard construct 


tubing 
rm dimensions and 


urements for these products 





It was announced that for the 
producers of basic steel tubing v 

mplete set of manufactur 
that conform with industry 


meet all field requirements 


s require 


Swivel U-Bolt Connectors 
No Removable Parts 
CLAMP and LOCK your CONNECTIONS 


This U-Bolt Connector is designed to do just that 
Cat. Nos. 16 to 40 | 
Primarily tap connec 

tors, but also success 

ful as splice connec 

tors by using two 

connectors where the 

strain is very heavy 

Sizes up to |,000,000 

CM. 


Swivel Clamp Connectors 


No Removable Parts 


Closed 


Cat. Nos. Cé to Cl0—Screw is withdrawn to certain 
point where bottom portion of connector will swivel 
around so that top portion may be hooked over 
main wire; swung back into position they are ready 
for clamping. Wire sizes 4 to 2/O 


WRITE FOR CATALOG 5LC 


i> v9s0 


Replacement 
Guide! 


USTS MORE THAN 

MANUFACTURERS 
MORE THAN 16 
RADIO SETS! 


KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 
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BURGESS BATTERY COMPANY 
DEPT. EW-8, FREEPORT, ILLINOIS 


new 1950 BURGESS Replace 


Please send 
ment Guides. 


Nome 
Fire 


Addre 


Mail Coupon Today! .., sa wr 


' 
; 
' 
' 
I 
! 
| 


99 





National 
as those 


standard of con 


ns include standard 
nd detailed require 
threading, identifica 


and 


nipples tests 

s amd quality of coat 
edure 

innounced that tw« 

] p ballasts have 

ear trial and 

tandards Asso 

nnouncement 

1 have bed rock 

to build lamp 


j } 


ed no longer he 
lamp performance or 
terms of ballasts 


cked against the new 


r reterem 
rs with the 
ballasts 
1 terms of, and 
e current. The 
t these reterenc 
ining factor in estab- 


ince characteristics o1 


1 with them 


- — ty ais or \ 4 " groups to measure 
ee GO cans more. persener apni Seaemseelner pie Ay 


ndard method tt 


“HOICE THE COMPLETE 


“old-fashioned” conventional ballast 


and No-Blink starters that would often require LINE for the TRADE 


starter replacements 
OR 100% AMERICAN MADE 
fast starting Guth Quickliter Ballast...and UNDERWRITERS APPROVED 


never again starter troubles; for only 90 cents more 


BUY FROM YOUR 
JOBBER AND ASK 
FOR “POLLY” 


per 2-lamp, 4-ft. fixture. This is less 


than the cost of replacing a starter once. 


Every Guth 40w fixture is available with 
Quickliter ballast. Instant Start lamp prices, lumen Cataleg 

and Prices 
output, and life expectancy are virtualiy the on Request 
same as those of regular 40w lamps. 


Don’t you have enough headaches anyway? 


You can avoid at least this one and 


save your aspirin for others. CHRISTMAS ° f 
TREE ite 


GUTH QUICKLITERS are featured in our catalog 
number 47-G Write for a copy today! 


WE CATER TO THE WHOLESALER 


K CO. 
IGHTING LEO POLLOCE C 


NEW YORK 13 

















THE EDWIN F. GUTH COMPANY + ST. LOUIS 3, MISSOURI 
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measurement of fl 


orescent lamp 

has been developed. This standard ou 
the procedure for tests of ballasts 
with both hot-cathode and cold-cz 


fluorescent lamps 


W. H. Bieringer Inspects 
Displaced Persons Camps 
Walter H. Bieringer, vice 


the Plymouth Rubber Co., In 
Mass., recently part cipated in an 
mspection tour of displaced pers 
n the American occupation zon 
many and Austria 


He was a member of a ten-man gr 


eh i 
ee oe 


IT’S WHAT’S INSIDE 
A JEFFERSON SAF-T-LAG FUSE 
THAT MAKES IT A BEST SELLER 


>» 


Look inside a Jefferson THERMAL Saf-T-Lag Fuse and you'll quickly 
understand why the Saf-T-Lag is not just another non-renewable fuse 
but a triple duty fuse. It not only provides dependable protection on 
short-circuits and overloads but also protects against motor burn-outs 
due to single phasing of polyphase motors. 


it’s a Thermal Fuse 
Saf-T-Lags provide triple protection. (1) They afford prompt, ade 
quate protection to wiring and equipment against SHORT 
CIRCUITS. (2) They furnish an extreme accuracy of 
calibration and a long TIME-LAG that eliminate un- 
necessary blows on harmless overloads of short dura 
tion. (3) Saf-T-Lags also provide THERMAL pro 
tection to panel boards and switching equipment 
thus avoiding damage caused by poor contact, in 
sufficient air circulation or poor heat dissipation 
The use of copper for the link means low watt 
loss and a cooler operating fuse. The balanced 
design of the link guarantees equal heat dissipa 
tion with no hot spots. 
Write for Folder 482-ST and learn why Jeffer- 
son Thermal Saf-T-Lags are not just another 
non-renewable fuse but a triple duty fuse. 


Approved by Underwriter’s Laboratories. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


te a Mas em Send for Folder 
HEP OY SOHHICE ++ 482-ST Today. 


OKONITE and 
MANSON tapes 
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to study conditic in the DP 


appointe 
camps th an e toward improving 
| 
| 
| 
| 
| 
| 
| 
| 


their efficiency, under the sponsorship of 
the International Refugee Organization 
the United Nations 


tremely active in work on refugee 


ol atrobe 


PRODUCTS oie iia 


mmission and president of the United 
for { \ \me cans. 

7? > rior to . urope, Mr. Bie 

M FLOOR BOXt | AIR rEC t ring nnounced tl levelopment by the 

‘ 8 tl tubber Oo. of a plastic elec 

7) al tape, just rele d for distribution 

di sale. I Ni learned that the spear 

DEPENDABLE PERFORMERS head in the research and development of 

For long, smooth service ‘‘Latrobe” Floor Boxes and ‘lymouth’s new plastic electrical tape was 

Wiring Specialties are tops. Years of performance have 

proved that. And “Latrobe” Boxes are designed in a 

way that permits fast, easy installation — cutting labor 
costs to the bone. 


made the perfection 


$s personal project 


BullDog Electric Products 
Appoints Two In Sales 
DETROIT Appointment of Lec 
I les manager and Merle 
vision manager tor 
ducts Co. was 
A I ogesol 
sale s 
BullDog Ele« 
No. 252-R “Latrobe” 
‘ Two Gang Floor Box 
No. 470 “Latrobe” Pipe or EF ig . aaah 
. his wo Gang justable Ox as our own 
Conduit Hanger No. 208 Receptacle in one section. One Cover 


Of highest grade malleable iron, and cad Plate h pt “A 
e ha 2” Flush Brass Plu other has 

m plated, the No. 470 is unexecelied for “ 8s A a s rug 4 
Fiush Brass Plug 


hanging 2”, %” and |” pipe or conduit to “ 
steel beams up to 4” thick e WIRE 


Coole Ry — 
4 ne ; 


DOES WORK 


No. 280 Nozzle with No. 110 “Latrobe” Floor Box * 
200 Cover Plate This non-adjustable, watertight box is extreme- OF 4 MEN eee 


0 . > } m i la in 
a) ented : n ye Manne 0 : etentien tan a ee re comes ae Re Quickly and Accurately! 
anger extension if desired eptacie. Cover plate 3'/, diameter 

Maybe you don't want to replace 
4 men! But when you have to 
Sold Only Through , measure ANY flexible materials 
Wholesalers rh tp up to |" in diameter with speed, 
. efficiency, and accuracy — you 

need the NEW Olympic. 


” “” 
Senay" Ganetater What OLYMPIC does for you: 
Support 
Bull Dog’ Supports are safe and eff 
ent for fastening porcelain or as 
nsulators to exposed steel framework 
Four sizes from I” to 2%’ 





Keystone Fish Wire © STOPS losses due to error! 


Made of high quality flat steel wire PEEDS up service! 


Tempered exactly right. Ten sizes. @ BUILDS customer confidence! 





[ ase history | man with Olympic 
Mete equalied output of 4 men in 


FULLMAN MANUFACTURING CO. [iRiQRpssssensesnese 
LATROBE . . . PENNSYLVANIA ne 
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_ESAI 


ap 
manager 
lock 
loading 
cum- 
job 


Ww 
ts 


‘ 


only 
DETAILS 


ROLL-A-REEL 


327 WEST FOURTH STREET 


CIiNCINNMaAT?H 


WHOI 


S ne 
. 
in 


Dog’s Chicag 
} 
manager, 
reels, 
or storage. 
ornio 


C 
Ti 


unti 


easily and 


safely; remove wire or cable from 


} 


Carried easily 
2 


Appo 
to 
wholesalers 


Midwest 


tow slanted front and 
positive front 
Eliminate jocks, 
bersome hondling. 


insure quick 
or unloading 


front or bock of 


1 
reels 


as Bu 
and 


the 
Missour 
orp. 


WRITE TODAY FOR 


Midwest division 


reil, 


0—ELECTRICAL 


ill be responsible for al 


as 


ur 
and 
cap. 

195 


k 


has served 
manager 


i 


ROLL-A-REEL 


top or bottom, 


Handle heovy 
reel with 


He 
ntment, 


) 
1 


Wesco Appoints Gross 


Feedrail ¢ 
Style A: 

2.000 Ibs. 
37.50 

Style B: 

4,000 Ibs. cap. 
75.00 

F.0.B. Cincinnati 
fugust, 











district 








FLOODLIGHTS 


FOR SPORTS FIELD LIGHTING 
IS PROFITABLE ee Tate 


Bryant Electric Co., covering Utah, 
NE southern Idaho, and portions of Ne- 
SOURCE OF BR vada and California. Previously he 
served as a sales representative for 
the National Cash Register Co. 





QUAD FLOODLIGHTS have the Curtis Lighting Names 
right quantity and quality illumina- 
tion and therefore are specified by 
those who know. CHICAGO—M. C. Wilt, presiden 

Curtis Lighti 


Two Vice Presidents 


Ix of this city, an 
10u 1 that recent board of direc 

Here's the sports field line up that pays off: toes) eae Vy. C° Beale was 

baseball . . . football... hockey . . . tennis ected vice president in charge of engi 

. .. boxing . . . golf practice . . . horse ering, and Mr. A. W. Carlson was 

racing... playgrounds .. . swimming pools ected vice president in charge of pro 

. . . bathing beaches . . . horse shoe courts 

. midget auto racing. 


There are numerous reasons why 


these units are so widely preferred, 
in addition to their high quality 
illumination. They are easily in- 


stalled and of flexible construction. 

The exclusive Quad Multiple Sheol HANGERS CLIPS STRAPS 
Mounting saves time and labor for , : 

the contractor. The adjustable head / 
gives individual light control. 


By means of a single head bolt, 

each QUAD unit may be adjusted 

sili 180 degrees horizontally and 40 

tions and make re degrees vertically—a feature of all 


QUAD Floodlights. 





Mineralic Cable, Conduit and Mes 
senger Hangers are TEEL. Easier, 
quicker to install; permit speedy, com 

wiring; economical. Also in Ever 
. Porcelain Insulating Bushings 
available. 

Jifty STEEL Clips (Pipe-clamp) require 

é \ only one screw, nail or bolt; rib-strength- 
SIMPLE TC <3 ] { ened; for hanging pipe, conduit, BX 

ONSTALL cable, mounting coils, etc. Millions in 

AND FOCUS = al | ee 











Stee] Straps for Messenger-cable serv 
ices on outlet boxes; may be used in 


Q UADRAN T; MGC. O. anes 


Send for literature. 


325. PEORIA ST. CHICAGO7, ILL. stertandea’ eas ee 
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graduated from the University of Micl i} Y re ] K ie Ww 4 ey & 
igan. He has been active in the affairs 8 ca ca Cc 
of the Illuminating Engineering Society 
and is a past chairman of the Chicag 
Section and a past vice president of the 
Midwestern Region 
Mr. Carlson came to Curtis in January 
1948, from the American Phenolic Corp 
where he was manager of that firm's 
electronics division. His experience it that’ 
various phases of the lighting industry gy 3 reg 
dates back to 1925. From 1940 to 1943 


he was factory manager of Revere Ele 


ULLAL LLL 


tric Manufacturing ( 


N.Y. Distributor Appoints 


pee 


Eagle Moves In Chicago 


LONG ISLAND CITY, N 
Eagle Electric Mfg. Co., I 
recently announced that it had 
Chicago office and warehouse to 


quarters at 3 North Desplaines 





. . «I don't have to worry about 
protecting polished pipe in these 
RIiGeaibD LonGrip Vise jaws.” 





— 2s 


LonGrip Jaws Protect Polished 
Pipe in Fel CZ Vises 


@ You sell years of trouble-free service with this 
more-for-your-money Rita Bench Yoke Vise. Your 
customers like its easier-work features—integral pipe 
rest, handy bender that won't flatten pipe and 
LonGrip jaws that protect polished pipe. Special malle 
able frame and heat-treated tool-steel jaws for maxi 
mum wear. Made in 8 sizes, for pipe to 6”. RitzaID 
bench, post, stand and Tristand pipe vises, yoke and 
chain types, all offer your customers real work-saver 
advantages. Ask your jobber for these sure-fire sellers 


aepemmeniinaeaataamnens WORK-SAVER PIPE TOOLS 
ECTRO-THE C. 
con dahil d gall gh THE RIDGE TOOL CO. * ELYRIA, OHIO 


dugust, 1950—ELECTRICAL WHOLESALING 








Of 


FITTINGS AND FIXTURES 





DESIGNED RIGHT... 
..BUILT RIGHT 


For Performance and Profit 


BLACKHAWK NO. 1580-D 
Flanged Entrance Fitting 


BLACKHAWK NO. 411 
1” Non-Watertight Connectors 


BLACKHAWK Locknuts 
Sharp-Lock Codmium Plated 


BLACKHAWK Bushings 
Smooth Cadmium Plated 


BLACKHAWK NO. 620 
Two Hole Cable Straps 


Immediate delivery from adequate stocks to electrical wholesalers only. 
WRITE FOR FREE CATALOG 


BLACKHAWK INDUSTRIES 


Dubuque, lowa 


LARGEST single distributor order 
for consumer products ever received 
by Radio Corp. of America is signed 
by Irving Sarnoff, executive vice presi- 
dent, Bruno-New York, Inc., New 
York distributing firm. Present, from 
left to right, are: Jack Marden, RCA 
Victor representative; David Wag- 
man, radio and television sales mana- 
ger, Bruno-New York; Gerald O 
Kaye, vice president in charge of sales 
Bruno-New York 





G.E. Department Names 
Three To New Posts 





ELECTRICAL 


SPECIALTIES [= 
FOR HEAVY = 


INDUSTRIAL SERVICE 











Entrance Cable Fittings @ Sill Plates @ Conduit Entrance 
Caps @ Connectors @ Staples @ Box Supports @ 
Fluorescent Brackets @ Cable Straps @ Yard Lights @ 
Wire Holders @ Locknuts and Bushings 


ELECTRICAL WHOLESALING— 


‘FROM STOCK 





3-Conductor Single 

Soldering Angle Conductor 
Lug Potheod Potheod 
Write for a complete selection of 


RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES + ALL 
SHAPES * ALL VOLTAGES * ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


<2 *® 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich 


fugust, 1950 





according to a recent announcement by 


H. L. Andrews, vice president 

At the same time, Mr. Andrews an 
nounced that Charles K. Rieger has been 
appointed manager of the household re 
frigerator division, succeeding Mr. Miller 
and Rabert E. Boian, sales manager of 
heating devices since 1944, has been named 
to succeed Mr. Rieger as manager of the 
heating device and fan divisions 

Mr. Miller, who succeeds Charles R 
Pritchard, newly-elected president of Get 


eral Electric Supply Corp., will be respon 


sible not only for all direct sales activities 


of the department, but also for consumer, 
market and distribution research, advert 
tising and promotion, product planning 
and appearance design, production sched 
ules and pr« duct service He will also ic 
a member of the department's advat 


engineering commiuttee 


Mitchell Names Haas 
Assistant Ad Manager 
4GO—Howard G. Haas was re 

yinted assistant advertising 

sales promotion manager for the Mit 

Manufacturing ( 

Haas was formerly director 

sales pr 

Prior 


promoti Nl al 


Here’s a 
NEW — LARGE 
SALES MARKET 
for WHOLESALERS... 


GREAT NORTHERN 
RADIANT OUTDOOR 
FLUORESCENTS 


in outdoor 


WALL-LITE 
(right) for outdoor instal 
lations. They offer 


e U-L approval 
e@ 1/3 cost of incandescent light- 


ing 
© 67% more light (actual test) 
e visible at longer distances 
e@ shines thru fog and haze 
e@ weatherproof construction 
eeasy to install and maintain 
e hinged glass door for easy ac- 
cessibility 
© operates efficiently below zero 





Profits come easy with GREAT {| 
NORTHERN Radiant Outdoor | 
Fluorescent Lighting 








for 

service stations e used car lots e outdoor theatres « night 
clubs « tourist courts e restaurants e highways e hotels 
@ stop-andsocks « department stores e@ drive-ins « 
mercial building entrances and many other installations 


Write teday on your letterhead tor new catalog 
covering this line which is made up of the most 
complete range of fluorescent units on the market 


Choice territories still open for representatives 
@ Distributed only te recognized wholesalers « 


AT NORTHERN MFG C 


4221 Harrison St.. Dept. E.W.-8, Chicago 24, Ii! 





EASY TO 
WIRE 


EASY TO 
SERVICE 


biitiael,| 
CHUTE 
ENCLOSED 
CONTACTS 


SMALLEST SIZE 4 ON THE MARKET — Patented “RA” (Right 
Angle) Balanced mechanism cuts space in half. HIGH ARC RE- 
SISTANCE — Long arc path; silicon-chute enclased contacts, shaped 
to force arc to extinction. EASE OF WIRING AND SERVICING 
Straight through wiring, plenty of working space in the box; termi- 
nals front-wired; line and loads connect at opposite ends. 4-PILLAR 
ALIGNMENT Assures straight line action, greater stability. FOR 
ITS SPACE-SAVING FEATURES, FOR ITS WORK-SAVING FEATURES, 
THE NEW AH SIZE 4 “RA” MAGNETIC STARTER 

IS THE SENSIBLE ONE TO SPECIFY AND BUY 


Write today for literature on Arrow-Hart Type 
“RA” Magnetic Starters, available in local 


and remote control or selector switch types — 
all sizes. 


“ot (Adi and aprenere® 1608 HAWTHORN STREET 


e pongo 
0 fale 
"THE ARROW-HART & HEGEMAN 
+ ELECTRIC COMPANY 
HARTFORD 6, CONN. U.S.A. 


BRANCHES IN: pastes ree CLEVELAND, CINCINNATI, DALLAS, DENVER 
Los GELES WE YORK PHILADELPHIA SAW FRANCISCO 


IN CANADA sanee HART & agesnes CANADA) LTD, MT. DENNIS, TORONTO 
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q THIS DISPLAY FREE 


DE Here's the deal: With every 
CT three (3) Electromode Model 
Ei PJ-13 Portable Heaters a dealer 
orders from his wholesaler, he 
gets this big 4-color PJ counter 
or window display and a sup- 
ply of literature at no cost 
21%” high. 1414” wide. PJ 
Heater fits right into display 


as shown 


CHARLES H. GODDARD will as- 
sume responsibility for national ac- 
counts sales in the lighting division of 
Sylvania Electric Products Inc., it was 
announced recently. In this new po- 
sition, he will be in charge of sales of 
all lighting equipment for large ac- 
counts throughout the country. Mr. 
Goddard will also continue in his pres- 
ent capacity as manager of utility 
sales 





BullDog Electric Products 
Appoints Four In Sales 


NOW YOU'LL SELL ’EM FASTER THAN EVER! 


ill | biggest profit vear in history for Elect 
! » heater can touch Electromode for 
exclusive, patented features and poimt-of-sale merchandi 


Speed turnover boost profit with the only all-electric 
market that are completely safe from fire, shock or burt 


heating elements 


Electromode—the heater with 100 uses—has these benefits: 


ee! t e \\ W 


- - hy Hi ha 
Model WJ-13 or a . ne — — ; Storage Racks 


I a At in dace Oi a aac aan tla Adjustable . . . Streamlined 
USE THEM— 
STOCK THEM— 
SELL THEM! 


Wholesalers — get these convenient, handy 

storage racks to stock your own merchandise 

—they have unlimited electrical uses. Sell 

them to your customers to give them max- 

LECTROMODE mum utilization of space. They are moveable 

id ELECTROMODE CORPORATION, DEPT. EW-80 | —reusable—neat—strong and easily assem- 

all (lic HEATERS 45 Crouch St., Rochester 3, N.Y. 1 bled and erected. Send for circular which 
llustrates and describes them in detail. 


fit on electric home heaters. Please send 


Our Engineers Are At Your Service! 


retailer wholesaler 


vs Seta AMERICAN 


FIRM NAME 


ADDRESS STEEL & IRON WORKS 
Box K @ 58th & S. LOWE @ CHICAGO 21, ILL. 
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SECONDARY RACKS & SPOOLS 


a we a 


HOUSE BRACKETS 


#3 0 


S. H. Couch Co. Buys TELEPHONE INSULATORS 


Anthony Push Button 


NORTH QUINCY, MASS Phe 
S 1 Cou Co.. commut ation and ‘ 
naling e¢ ment manutacturer at th 5 FF 
it recent], nt nce the ure es & e 
the \1 ’ — tor former : 4 : ] CUFF 
ianufactured by the nthor fachi f 
am lectric Works f Boston 


KNOBS, TUBES, CLEATS, FENCE INSULATORS 


Cap & 
Promotion Of L. T. Owen | a in x in’ 


Announced By raz OUTLET BOXES, SURFOLETS 


Porcelain Products, lic. 


FINDLAY, OHIO 














| 


Now 


Portable Weatherproof 


HANDI-LITE 


for 
e HOME 
e FACTORY 
e FARM 


you can meet the demand 


for low-cost easily installed floodlights. KEES port- 


able Handi-Lite concent 
needed i 


temporary installation. 


The lightweight, durabl 
solution to specialized 
home, in factories or on 


rates light wherever it’s 


inside or outside, for permanent or 


e Handi-Lite is the ideal 


lighting problems in the 


the farm. 


Underwriters’ Laboratories Approved 


Order From Your Jobber 


Write Dept. EWH-2 For Free Catalog 


D. KEES MFG. CO. NesnasKa 


FOR CONTRACTORS, LINE 
AND THE ENTIRE EL 


Rubber Splicing Compound 
Has strength, elasticity and long 
life. Self-vulcanizes into solid 
watertight joint, insulates against 
high voltages. 


MEN, CENTRAL STATIONS 
ECTRICAL INDUSTRY 


Electrical Friction Tape 
Retains its soft sticky qualities— 
won't dry out on the roll or on the 
job. Sticks fast, lies smooth, holds 
tight. Has high tensile and dielec- 
tric strength, 


Both types packed in cellophane wrapped rolls in standard sizes, or 


in the familiar Austin blue and ye 


llow cartons, cellophane wrapped. 


THE M. B. AUSTIN COMPANY 
NORTHBROOK, ILLINOIS 


ELECTRICAI 





PREPARATIONS to film a scene for the 
current Toastmester television series in 
the Chicago studios of Sarra, Inc., are 
watched by Fred J. Wachter (second from 
right), account executive, and John L. 
Gwyng, media director, of Erwin, Wasey 
and Co., Ltd., advertising agency for the 
Toastmaster Division of the McGraw 
Electric Co 





American Steel & Wire 
Announces Appointments 
CLEVELAND—Wilmer H 
nanager of market development and ad 
ertising of American Steel & Wire Co., 
named general staff manager of the 
, department, according to 
incement by H. M. Fran 


Cordes, 


harge of sales of 

idiary. In his new 

succeeds Paul I 

appointed Cincinnati 
« le S 

he establishment of separate advertis 

nd market deve'opment divisions in 

les department of American 

was announced by Mr 

as manager of the 

was ©. B. Stauffer 

was named manager 


lopment division 


Lighting Firm Relocates 


BROOKLYN, N. Y.—Litecraft Manu 

t Corp. recently announced that 

factory has been relocated 

building at 790-8 Wythe 

[he company, specializing 

idescent lighting field, manu 

f architectural 

the commercial, insti 
is 


xtensive line « 


NEMA Lists Standards 
For Varnished Tubing 
NEW YORK A new NEMA stand 

I per selection and 
l ucts for 
w avail 


lectrical 


ng is braided 
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GET THE MOST FROM YOUR WELL! 


) THROUGH SCIENTIFIC INTERMITTENT PUMPING 


«tk TORKMASTER 


b UTILITY TIME SWITCH 


With water tables running low every- 
where, it is vital to get the most from every 
well. Precision control of efficient intermit- 
tent pumping is another of many import- 
ant uses — indoors and out — of famous 
Tork devices for turning electrical circuits 
on and off. Write for full information and 
prices of complete line. 


No. 948A $10.00 List 
pEmericasa Siggest 
Time Sutteh Value 


30 AMP * SINGLE POLE 
TELECHRON MOTORED 


An entire sectio 
nditioning 


lowing tests 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


a an 
The Adalet Mfg. Co., levelan a 4 
hio. recently announced the appoint is ". NOT BY CHANCE 
nent of Ronald irinder as its fac ae — BUT BY DESIGN 


© PEDESTAL FANS e HASSOCK FANS 
e SPRAY BOOTH FANS * WINDOW. FANS 
_ Advance Tranformer Co. r e EXHAUST FANS © ATTIC FANS 
ee aes ees ® AUTOMATIC SHUTTERS © BLOWERS 


t of Ray J a ne 
Serres: Sait ones CIRCULATORS & DEVICES MFG. CORP 
a . 128-168 THIRTY-SECOND ST. - BROOKLYN 32.N Y 




















Gillinder Brothers, Inc., 
N. Y., recently annour dt ppoin 
ent of William K. Kolln as its repr LINES WANTED 


aaiioutn tee ew =~ nd are Vif FL l 
7 + rt ] nn 


Established electrical manufac- 
turers’ representative covering 
Florida extensively and exclu- 
sively seeks two additional lines 
to round out his sales picture 
Wide acquaintance among elec- 
trical wholesalers. Active, in- 
tensive coverage guaranteed 
Write 








RA 7357, 
Electrical Wholesaling 


330 W. 42nd St., New York 18, N. Y $695 SPRING CARDEN AVE., 


PITTSBURGH 12, PA 
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St., Canadaigua, N. Y.—western Penn- 
sylvania and New York State, except 
the metropolitan New York City area; 

Stubbs, 3681 Sutherland Rd., 


nd 22. Ohi state of Ohio. 


sader Electric Co., hicago, IIL, 
“FLOATING. SOCKET” |RSeeea aE aE 
land Wm. Frazer, with head- 


LAMPHOLDER! | aaa 


Michigan repre 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 


Cat. No, CLD-150 for 150- Eliminates Breakage 
watt lamps E. J Dailey 
Cat. No. CLD-35 for 400 > . “k , fi : 

and $00-watt mogul base Floating socket moves f0f- 9 ] ! 
lamps. ward or side to side in an 


eccentric plane to compen- 


Patent Applied for 


Darle 


Aluminum alloy. Completely 
a wired. Heatproof, weather- 
we proof gasket. Removable re- 
_———e” 


sate for variations in size ; 
iilaer dias Ger cane endhes and shape of lamps, sockets Felling “coumacnale” cama SO pam 
it replacement and castings. Insures tight ce with t raybar Electric Co. 1 
i ; d me ; ical vhic e began his career as a field repre 
° on 8 seal an ositive electrica entati n the lighting department. He 
Snug Fit Under All Conditions! P Se SE ee 
— contact. a ee ae pa iE hg? OP 
Lehigh Univer- 
the New 
ub. He was a so a mem 


THE M. B. AUSTIN COMPANY) icc ai the Illuminating Engineering So- 


SHORT .. ECCENTRIC ty and served as chairman of its genera! 


ACO PRODUCTS 
CCE eA ETL FASTENING DEVICES 


Wissiae temic) a” 


@ All time switches are not alike. 
In the Keliance “Badger” arcing 
hetween contacts is eliminated, and 

















objectionable sound level is re- 
duced to a minimum. Extra heavy 
gears, a slow-speed synchronous 
motor, and heavy copper-lo-copper, 
ichieel sting © ing” ¢ ts ! Lead 
elf-adjusting “floating contact Reducing anchors 
ill help to make the Reliance 


“Badger”, a better-built switch for A ar 





long-lasting, accurate control. For 
complete information, write ° 


RELIANCE AUTOMATIC WE SELL TO 


LIGHTING CO.. 1911 Mead St.. rit WHOLESALERS 


Racine, Wisconsin. ONLY 





AMERICAN WALL TIE CO. 


2711 W. LAKE ST. CHICAGO 12, ILL. 
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board of examiners and 


editing and publication 

During World War I, Mr. Dailey served 
as a second lieutenant in the newly 
ganized U. S. Air Service. A radio officer, 
he participated in the first experiment 
which succeeded in transmitting the voic« 
from ground to plane 

Surviving are his wile the former 
Anne C. Wahl, and three children, Nancy 


Marian and Edward 


committee or 


Joseph A. Klein, Jr. 


Joseph A. Klein, Jr presidet 
Mathias Klein & Sons, Chicago 
suddenly at his home in Wi!mette 
m June 14th 

Mr. Klein was a grandson 


| 
| 
Joseph A. Klein, Jr. 


founder of the company, Mathias Klein, 
who started a forge shop in Chicago in | 
1885. In this shop, Mathias Klein began 
to manufacture tools for the electrical 
industry, and from this start the company 
developed into a principal producer of 
tools and equipment for linemen and elec 
tricians 

On the death of Mathias Klein, his son, 
Jose ph A Klein, became pre sident Joseph 
A. Klein, Jr., succeeded to the presidency 
of Mathias Klein & Sons on the death of 

ather in 1936. Mathias A. Klein, 

I ot Joseph A. Kleit Is , and also a | 
grandson of the tounder, will be the new 
president of the company 

Joseph A. Klein, Jr., is survived t 
wife and ten children 


CHATTANOOGA—Total attendances 
for the Electrical Show held at 
al Auditorium passed tl 100.000 


Chattanooga's 
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Shielding Your Production 
with LASTING PROTECTION 


Monarch stands as a guardian of your produc- 
tion against the gremlins of “under” and “over” 
protection. Monarch offers you the lasting, 
dependable fuse protection needed for maxéi- 
mum, safe production. Specify Monarch knife 
and ferrule renewable fuses for dependable 
Fuservice. 


Manarch ruse co., LTD. 


116 E. FIRST STREET JAMESTOWN, WN. Y. 


ae ier Men. 

NG), ° Lio Set” 
Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get « Fixture Hanger that turns to any angle alter being 
screwed to an outlet box. Although base and receptacle remain stationary 
hanger arms may be turned to align with any preconceived lighting plan 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 3%" or 4 outlet boxes, no other fastening necessary. Fur 
nished complete with receptacle, two 8’ chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptecie 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
K100 shown shove, List Price $1.10 + Write for Bulletins K25, K26 and K27 


3600 West 
11 Park Piac 





TO HANDLE ANY MATERIAL 
DISPENSED FROM A REEL 


AUSTIN 
No. 600 
REEL 
ROLLER 


OUTSTANDING ADVANTAGES: 


1 Ramp makes loading fast and easy 

2 Five adjustable slots take various ree! diameters 
3 Thumb screw locks front roller for reel removal 
4 Single unit takes reels up to 30° wide 

S Bolt two units together for reels up to 64° wide 


@ Higher back roller prevents reel from coming off 
roller when material is dispensed 

7 Reel rolls on grease packed flanged ball bearings 

8S Bright orange finish makes reel readily visible 
helps to eliminate accidents 

® Use on the job, truck, or in warehouse 


PIN TYPE 


Sockets offer the most 

convenient and economical 

means of obtaining outdoor 

or indoor temorary lighting, since the 

tedious stripping, soldering and taping oper- 
ations are eliminated. 


In street decoration, construction lighting, 
carnivals, roadside stands, etc., their ease of 
installation and convenient flexibility is 
unsurpassed. 


Insist on UNION’S PIN 
TYPE SOCKETS —the 
FIRST and the 


BEST. 


No. 44408 
Intermediate i 


ur 
wy 


UNION INSULATING-CO. 


PARKERSBURG, WEST VIRGINIA 


manag- 
Electrical 


CAGO—A. J. McGivern 
tor of the Cl 


CHI 


res icagzo 


nd a mem 
or the 

was 
meet 
Electric 


subject 


MAKIMUM 
CAPACITY: 4000 LBS 


] - 
WEIGHT: 75 LBS. EACH lectric 


Supply 
ie, R Cooper, 


Apphance 


DENVER — | 


1 


The TH. Austin Company 
NORTHBROOK 


ILLINOIS 


No. 43308 & 43318 
Standard 


IS 


\fine ’ 


MINNEAPOL 


Minneapolis and William 
Peter, 


representing ele 
i 4 


) 
} 
No. 11108 


Candelabra 


2) 
‘é 
a 


ELECTRICAL WHOLESALING dugust, 1950 








sideration. Unanimously approved and 
elected were the following new members: | -——- ——-- FOR LASTING 
A. G. Siegel, National Electric Co., In Ase SERVICE 

R. E. Neumann, R. F. Neumann Elec : 


Engr. & Contr.; A. J. Danenea, Electrical as 
Contractor; Marvin A. Clement, Acme 
Fluorescent Maintenance Co H M FLOODLIGHTS 
Weed, Anaconda Wire bl I 
DD Meacham, General Electric Suppl PORCELAIN A NEW 
ENAMELED 
ELLIPTICAL 


REFLECTORS 


PROVEN FAVORITES 





I. A. Ferguson, General Electric 


Corp ( ( Armstrong, Frigid 


t 


a 
e 
> 
Sales Corp.; Ken J. Fortener, Frigid e 


Sales Corp 


- OPEN 
NEW YORK— Miss Frances Armin of TYPE 
he National Adequate Wiring Bureau 500 W 
was elected national president of the CAT. NO. 80808 
Electrical Women’s Round Table at the 750-1500 W 
: ee CAT. NO. 80888 
group's annual business meeting held re 
cently at the Women’s Republican Club in 
this city 
Other officers who were elected for the 
1950-51 season are Miss Consuelo Kelly 
ot G ral lectric A ppliances Inc WITH HR 
eneral | ri ppliances, GLASS LENS 


Philadelphia, as vice president; Miss 


Ruthanna Russell, editor of ractical . CAT. NO. 3368 


iM »ne Economics, as secretary: and Mrs 500 W 
Betty G. Wadsworth of H’oman's Home CAT. NO. 3378 
Companton as treasurer “on 


1000 W 
CAT. NO. 3398 


At this first meeting of the newly 300-500 W. CAT. NO. 80708 


750-1500 W. CAT. NO. 80758 


MULTI ELECTRIC MFG. Inc. 
4223-43 WEST LAKE ST. CHICAGO 24, ILL. 


formed national organization, Mrs. Ade 





aide Fellows of the Philco Corp., Phila- 
hia, was elected a member of the 


directors Also elected to the 











directors tor three year term 
ss Elizabeth Palmer, Danforth 
mne Adams No. 63310 

uri; and Mrs 


Hoty In 





national 
the New York chapter 
Women’s Round Tabk 


usiness meeting. Miss offers a complete 


r, 2 rn home economics dir ‘ 
Vestinghouse Home “ane it as WEATHERPROOF SOCKET LINE 
airman for the coming ar 
ewls ted officers ar For “Heavy Duty - - - - #63310 Canvas 
Saisie ~ paige rP Service - #60666 


Ca . “i - - #43310 Extratuf No. 60666 
Wadsworth, treasurer General Purpose - #43310 Bakelite 


Rubber - - - - - - #43329 
OMAHA—A home cooling sales can 


paign is the feature of 





When in need of o sturdy dependable 
Weatherproof Socket come to PIGTAIL 
SOCKET HEADQUARTERS — UICo 


> oO the jebraska-Iowa 
Council. The campaign covered 
period frot June 10 throug! uly > 
latest Plan Book i ( No. 43310 
oihenn ta asters ; | EXTRATUF 
No. 43329 
RUBBER 


indu 


equipment 


w fans attic tan and " x si a) 


w CM KER) 


OGDEN, UTAH—The rs ‘All 
etre, Exioiton™ sponsored by UNION INSULATING CO. 


i the Inters 
: PARKERSBURG, WEST VIRGINIA 


was hel 
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the White City Ballroom. All sessions 
were well attended. The first day’s eve- 

-ssions were attended by 1,561 per- 
Present during the second evening 

ow were 4,278 persons, who 

exhibits from 7:00 to 

10:00 p.m the cooker-freezer school, 
487 attende irst day and 633 the 

second day According to Dan Van 

Kampen, president of the Ogden chapter, 
the exposition proved to be an outstand 
success, considering it was a first ver 


of its kind 


PITTSBURGH Phe ipphance pro 

motion committee of the Electric League 
of Western Pennsylvania, under the chai 

anship of Dick Sturgeon, sales manager 
Norge Division of Ludwig Hom 

has announced the co-spon 

Pittsburgh Press, with the 

, for the “electric building” 

Allegheny County lair and 

xposition to be held at South 

ust 3ist through September 4t! 
Pearson, chairman of the mem 

ership committee of the Electric League 

of Western Pennsylvania, announced that 
rank Girard, of the General Electrix 

Corp., is the new membership 

champion. As a prize for his 

nent, Mr. Girard received a fifty 


savings bond 


MORE FACTS 
ON PRODUCTS 


Air-Conditioners—A new 12-page two 
color catalog (PM 79-0100) covering a 
complete line of packaged air condi- 
tioners, has been recently issued by the 

Conditioning Department of the 


Electric Company, Bloomfield 


7 and 10-hp. capacities 
for application in offices, homes 


restaurants, shops, taverns, sales 


Sey Che catalog covers units 


ar ing room apartments and 
Complete data on each 

ASRE standard rat 

litions, and dimensions 


well as typical floor plan 


installations inside or out 
conditioned space with or 


work 


ieee ton 9 ELECTRICAL WHOLESALING 


SEND FOR CATALOG No 
Warre Derr BF Germanium Diode Uses--A new book 


isely illustrated with 
forty bask gel 


ias been 


guall# nla | ie bcos Bi 


1 
booklet is 


which 


describe 


applications in 


MANUFACTURED BY 


KNOX PORCELAIN CORP 


KMNOKVILLE |, TENNESSEE 


receivers; radio transmitters 


~ 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
ly 


ind a wide 1 


COST CUTTER FOR 
ELECTRICAL CONTRACTORS 


AND INDUSTRY... 


prefit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 
timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes ‘‘on the 
job” bends in pipe and rigid conduit up 
to 4%", thin-wall conduit, tubing, bus- 
bars. The GREENLEE Hydraulic Bender 
is one man-operated for fast, accurate, 
uniform bending. Easy to set up and shift 
from job to job. Owners report 

it often pays for itself on first 

few jobs. Talk about the 
GREENLEE on every call, see 

how fast it builds good prot 

for you. Write today for free 

booklet E-201 


~ TOOLS FOR CRAFTSMEN 


GREENLEE 


Other fast sellers in the GREENLEE timesoving line: 
Hand Benders for Tubing * Hydraulic Pipe Pushers 
Knockout Tools * Electricians’ Auger Bits and Drills 
Joist Borers*RadioChassis Punches *and many others. 
Greenlee Tool Co., 1848 Columbio Ave., Rockford, tll 


ELECTRICAL WHOLESALING—August, 1950 





vices The booklet which measures 
6x9 inches also contains ratings and 
characteristics of available Sylvania 
germanium crystal diodes. It may be 
obtained from the company’s author 
ized radio tube distributors or with 
remittance of one dollar to the Adver 
tising Department, Sylvania Electri 
Products Inc., Emporium, Pa 


eee on”? ELECTRICAL WHOLESALING 


mention 


Exhaust Fans—A line of exhaust fans 
for commercial and home use are de 
scribed in Bulletin No. 348, published 
by the Baldor Electric Company, 43 

Duncan Ave., St. Louis 10, Mo 

fans, which are available in three sizes 


are designed for flush mounting in for FARMS . . RURAL ELECTRIFICATION . . INDUSTRIAL PLANTS 


walls or ceilings and have two speeds saiatteidiiaits iste 

sy using deep pitched blades and large ° 

motor these fans are able to move ' \) 

larger volumes of air *u Seld enty thre ® The JACKSON 
PF u4 WHOLESALERS line of modern 
’ © lighting fixtures 

When writing : 

mention? ELECTRICAL WHOLESALING MANUFACTURERS i s 


of Lighting fqvipment 2900 9804 ae? the Whole 


: ' 
Guide Book—The who, what, when, : x — 
where and why of Nela Park, head ; re 
quarters of General Electrics Lamp el @let us send 
Department, Cleveland, Ohio, are ex . . facts and lite 
plained to visitors and new employees in " d y ature on the 


a new booklet entitled, “It's Nice to See Bin ye wanreunoalt - . complete 
den : a : a nc . 4 ve . —. — ORNAMENT N 
Y« u.” Featuring a map of the 85-acre ¥ SOCKETS OuToooa eaacneTs JACKSO 
plot which comprises Nela Park, show 


Ins the booklet summarises the history ME LOLQSLOL Mn eT De 
of the Lamp Department, reproduces the )00-910 W VAN BUREN STREET HICAGO 7, ILLINOIS 
department's organization chart, lists 























“EASY TO FISH” 


PRICED TO SELL— 
PRICED FOR PROFITS 


t . 5” }P 


wit! 


Shown, No. RP-1624F 
Wall Opening 14" x 21° 


()H] WINDOW GLASS COMPANY 





ATLANTIC CONDUIT 


FITTINGS CO, 
BOSTON, MASS. 


4045 St. Clair Ave. Cleveland 14, Ohio 
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“We'll save enough time on this job 
to go on a fishin’ trip tomorrow." 


P. S. The boys must be using 
P&S devices. No matter how 
you ude your extra time, P&S 
wiring devices take less time to 
aust You spend less Lime on 


All this adds up fo more profit, 
more presiige—and more paid- 
>: a 
<P2$> 
This T-slot duplex outlet 
you 


is a time saver for 


P&S 1530 


This easy-to-install T-slot duplex outlet has o 
insulated back 
body 
room in 
bushings 


completely 
pact, all-bakelite 


. @ sturdy 
cut away at the ends 
the box for cable 
Large No. 8 bind 
take No. 10 

shipped with one screw on 
backed speed 
screw tapped in 


com 


to allow 
clamps, 
ing screws are spaced far apart 


more 
locknuts 
wire easily 
side 
plate 
rivet to twist or turn 


out to installation 
no 
plaster 
contacts designed 
built to last 
250 volts 
and REA specifi 
approval. Order 
P & S$ 1530-1 


are available 


each 
hole strap 
washer type 
ears bronze 
to grip 
Rated 15 amps 


phosphor 
cap blades securely 
125 volts; 10 


meets or exceeds all Federa 


amps 


carries Underwriters 
today: P & S$ 1530 (brown) 
(ivory) P & S wiring 
only through recognized electrica 


cations 


devices 


distributors 


PASS & 
SEYMOUR, Inc. 


89 Boyd Ave. Syracuse 9, N. Y. 
Maker of the famous P&S-Despard Line 


118 


the location of the sales and service dis- 
trict headquarters, describes the work 
of the department’s 20 plants, and pre- 
sents a brief discussion of the 10,000 dif- 
ferent sizes and types of lamps the de- 

partment produces. Sample copies are 
available without charge to persons 
vriting the Lamp News Bureau at 


Nela Park 


When writing 
mention 


ELECTRICAL WHOLESALING 


Adequate Wiring—A contractor book- 
let (Catalog No. L-4) for use by whole 
salers, power suppliers, ade- 
quate wiring bureaus, contractor groups 
and others. Points out benefits to con- 
tractors from tying-in with adequate 
Offers down-to-earth 
sales stions on to approach 
prospect Describes material available 
National Bureau for use in 
adequate wiring jobs. It can be 
from the National Adequate 
Bureau, 155 FE. 44th St., New 


/, 


leagues, 


wiring programs 


sugge how 
from the 
selling 
Ordered 
Wirin Q 

ork I 


When writing 
mention 


ELECTRICAL WHOLESALING 


bulletin issued by 
835 S. E. Main 
fully 
and 
lift 


Lift Trucks—A 
Mobilift Corporation 
St., Portland 14, Ore., describes 
the Struction, specifications 
uses “Lev-R Matic’ drive 
trucks 


new 


con 


1or 


(Advertisement) 


WOULD CERTAINLY MISS... 


... this Buying Information 


a source for locating product informa- 
machinery, equipment and sup 
plies MeGRAW-HILL’S PRE-FILED 
ELECTRICAL CATALOGS has proved its 
value conclusively to Arthur Wachter, 
Service Manager of Lighting Fixture & 
Electric Supply Inc., New Orleans, 
La. In a recent letter Mr. Wachter said: 
I find this book very essential and would 
ertainly miss it if not on hand.” 
In addition to the pre-filed catalogs of 
leading manufacturers there is a compre- 
Directory of Manufacturers, with 
is included a separate cross-refer 
Directory of Trade Names with 
addresses 
If there is no volume of PRE-FILED 
ELECTRICAL CATALOGS available at 
your plant for buying reference write to 
MeGRAW-HILL CATALOG SERVICE, 
330 West 42nd Street, New York 18, N.Y 


There is no charge to qualified users, 


tion on 


hensive 
which 
enced 


onipany 


ELEC 





PRICAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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1 a ee ee 
Pitens:... You aced 
CHANNELLOCK 


No matter 

what your 
or 
plumbing, 
electrical, 
automotive, 
aviation, 
battery or 
ignition —there 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers .. . you need 
Channellock. 


C The exclusive tongue and groove 

joint gives you these ‘‘plus’’ features: 
H Greater Strength, Longer Wearing, 
& 
N 


c 
H 
A 
N 
N 
E 
L 
L 
oO 
c 
K 


ZAQOrrmzZzarro 


Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
@ Wear on Joint Bolt. 


AANA 


Orrm2zzrzro 


© 


Send for Catalog C-7 today K 


AMPION DEARMENT TOOL CO 
MEADVILLE «+ PA. 


Only 
Champion DeArment makes 
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Lighting The 


ZAQOrPrFRMZZrPIO 


Lighting—The new booklet 
Lighting Simplified,” just issued 
The Edwin F. Guth Company of St 
Louis, contain valuable, helpful 
information for the prospective lighting 
buyer Its purpose is twofold First 
it is a “Buyer's Guide,” and marks the 
guide posts for proper selection and 
purchase of hghting equipment pec 
ondly, it outlines a new type of lighting 
system with reduced maintenance costs 

that makes fluorescent lighting easy 
to own and to live with The Edwin 
F. Guth Company, St. Louis 3, Mo 


s some 


when <'°S ELECTRICAL WHOLESALING 


Krink Cor 
N. Y., has ju 
easy-to-read lf voklet en 
The Facts of Light or What 
hould Know Before He 
Buying Illumina 
written and 

It presents 

terms the 

lighting 


poration 
j 


Long Island City st issued 


mage bi 
page 


illustrated 
in simple 
problems involved uying 
equipment and the “Perils of 


Affair.” 


wise 


when ~ritin9 ELECTRICAL WHOLESALING 


A new 36 page catalog (No 
complete suggested 
specification for a floor electrical dis 
tribution system The catalog lists 
describes and illustrates the “Nepco 
underfloor 


for either new c« 


Raceway 
606) provides a 


electrical race 


mstructior 


luct” steel 
way system 
xr modernization of ofhce 


ind other comme | ructures 


buildings 
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6 REASONS WHY 


Byrn 


DOOR CHIMES 
ARE YOUR BEST BUY 


Mriiare SUNT 
’ Cee ee ae 


] YNEQUALLED, 
DISTINCTIVE TONE 


The melodious, cathedral tones of Ritten- 
house Door Chimes make them the finest 
money can buy 


2 STYLED FOR 
CUSTOMER ACCEPTANCE 


Styled with grace-of-line beauty to 
home interior 


3 TROUBLE-FREE 
PERFORMANCE 


Engineering design, 
craftsmanship in Rittenhouse Dex 
enable you to spend your time selling—not 
servicing 


4 A MODEL FOR 
EVERY TYPE HOME 


There's a model Rittenhouse Door Chime 
forevery type home from cottage to mansion 


5 OVER A MILLION 
SATISFIED USERS 


Wide popular 


Door Chimes assures added sa 
POPULARLY PRICED 
FROM $3.95 to $94.50 


A complete line 
with big value 


suit any 


materials, and « xpert 
we Chinn 


acceptance of Rittenhouse 
les and profits 


Every model is crammed 


WRITE TODAY. Cict the merchandising 
facts about the full line of Rittenhous« 
Door Chimes. Also our complete line of 
doorbell and chime transformers 


THE RITTENHOUSE CO., INC. 


16 Owen St., Honeoye Falls, N.Y 





YOU ALWAYS GET 


FAST DELIVERY 


from 


Orried ; Standen 
in 
Stock 
hipmeny Mediate 


o Size, 


Screw cover 
pull boxes 


Park boxes and 


cabinets 


conform to Underwriters Lab- 
oratories specifications and 
bear the Underwriters’ labels 


METAL PRODUCTS CO. 


19197 Sherwood, Detroit, 


Mich 
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you know you have 
a ‘‘natural’’ to sell 


You can make specific instances, like this one, sell for 
you. The actual experiences of others are just about 
the strongest proof you can get to back up your sales 
story on the money saving possibilities of FUSETRON 


— 


dual-element fuses. 

That is why quoting such records is a sound selling 
practice. 

If you would like more specific instances as related 
by users of Fusetron fuses, ask the BUSS Fuseman in 
your territory. He can supply you with many more, 
some perhaps right in your own territory. 

BUSSMANN MFG. COMPANY 
St. Louis 7, Mo. 


Division McGraw Electric Co 





Sell FUSETROWN fuses for installation 


throughout the entire electrical system 
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